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CHRISTMAS: A time for good-will programs (See page 15) 


This Month: 


PROMOTING SUBURBAN BANKING by Don Carney 


BANK OPERATING MEN DISCUSS NEW TECHNIQUES by Henry J. Boone 


A SYSTEM FOR KEEPING THE STAFF INFORMED by G6. Harry Hutafi 
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but don’t forget the old 


As always, the new year will be greeted with rejoicing and 
with bright new hope. But congratulations and words of 
praise are in order for old 1954, too—especially for the 
accomplishments made during this 79th anniversary year of 
the American Bankers Association. 
Through support of vital government fiscal programs as well 
as financial assistance to both industry and individuals, the 
American banker has completed another year of outstanding 
service to community and nation. His diligence and foresight 
have contributed immeasurably to the ever-increasing strength 
and unparalleled prosperity of America today. 
So while we look forward to the good things the future promises 
...let’s not forget the many achievements of the past. 


ERIE, PENNSYLVANIA 
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**Counterfeit’’ Display 
Recently we obtained a plaque show- 

ing specimens of genuine and counterfeit 

bills from the United States Secret Serv- 


ice in Newark for the lobby display 
which is shown in the picture. 

This created considerable interest, 
especially among the merchants because 
of the coming holiday season and the 
attendant danger of the passing of 
counterfeit money. 

ROBERT E. KARKLIN, 

Commercial Department, 

Peoples Trust Company, 

Hackensack, New Jersey 
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Interesting Bank Lobby 

Sirs: We are enclosing a picture of 
the banking room of our recently com- 
pleted, new banking quarters. The pic- 
ture shows the curved tellers’ counter, 
the officers’ platform, at the rear, sep- 
arated from the tellers’ space by plant- 
er’s boxes, and a customers’ lounge that 
we think is an especially interesting 
feature of our new arrangement. The 
lounge area, shown in the picture, is 


The banking room includes a 
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marked off from the lobby through the 
use of a row of special floor tile. 

We had a tremendous opening-day 
celebration, with approximately 7,000 
people visiting the bank. 

J. A. MERMIS, JR., President, 

Security State Bank, 

Great Bend, Kansas 
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Savings Promotion 


Sirs: You will be interested to know 
that we are still receiving mail in re- 
sponse to our article, “A Modern Ap- 
proach to the Promotion of Savings,” 
which appeared in your August issue. 
We have received over 300 letters to 
date, and are astonished at the number 
that have come from foreign countries. 
We answered one today from Iceland. 

ALLAN HERRICK, Advertising Manager, 

Security-First National Bank, 

Los Angeles 54, California 
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Congo Bank Letter 


Sirs: It was pleasing to note that you 
carried an illustration in your November 
issue of the Newsletter published in 
English by our bank, Banque de 
Bruxelles, Brussels, Belgium. We would 
also like to bring to your attention the 
fact that our affiliate bank, Banque Belge 
d’Afrique, established in the Belgian 
Congo at Leopoldville, is regularly pub- 
lishing a Newsletter in English. 

This is further evidence of the growing 
interest shown by European banks in 
keeping the -United States posted on 
economic affairs, and the fact that this 
interest extends to the territories where 
European influence exists. 

JACQUES VAN AUBEL, Representative 

for North and Central America, 

Banque de Bruxelles, 

37 Wall Street, 

New York 5, New York 
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Sterling Ease 


Stirs: The news item, “Sterling Ease 
Aids Immigrants,” in your November 
issue states that British immigrants to 
Canada can now start drawing on in- 
come from Sterling investments as soon 
as they arrive at blocked Sterling rates. 
This statement is incorrect. 

Until recently such income was not 
available until four years after their 
date of immigration into Canada and 
the income was then, as it now is, avail- 
able at the official Sterling rate. The 
news item would be correct in stating 
that such income from Sterling invest- 
ments is now available to British emi- 
grants as soon as they arrive, at the 
official rate of exchange, and the prin- 
cipal amount available almost imme- 
diately upon their arrival in blocked 
Sterling rates. 

H. S. WuirTs, Assistant Agent, 

The Dominion Bank, Canada, 

49 Wall Street, 

New York 5, New York 

















THE NEW TRANSISTOR holds great promise for the future. It’s a tiny, solid device about 
the size of a pea that will amplify electrical signals a thousandfold and do many things 
a vacuum tube can do. And more besides! Will require little space and little power. 
Nothing to break or wear out. This newest Transistor, also invented at Bell Telephone 
Laboratories, although still in an experimental stage, has generated frequencies as high 
as 440 million cycles a second. An even higher range is possible. 


( Actual size of new transistor) 


New Mighty Mite is a big step forward 


The Bell Telephone Laboratories 
newest Transistor opens the way 
to great progress in telephone 
service, radio and television and 
in military equipment. 


‘Tie exciting possibilities of the 
Transistor have been brought closer 
to realization by an important 
development at Bell Laboratories. 


The big news is a new Transistor 
that has the advantages of previous 


types—plus its ability to operate at 
unusually high frequencies. 


Bell scientists, who invented the 
original Transistor more than five 
years ago, foresee an ever-widening 
field for this newest member of the 
Transistor family. 

In addition to many other uses in 
the telephone business, the new 
Transistor is expected to be used as 
an amplifier in Long Distance tele- 
phone service. 


a e 
BELL TELEPHONE SYSTEM (B) 


In military equipment, it can be of 
tremendous importance to national 
defense. 


It brings nearer the day when tele- 
vision sets will use tiny Transistors 
about the size of a pea instead of a 
large array of vacuum tubes. 


There’s always something new 
coming along in the telephone busi- 
ness. It’s by finding ways to do 
things better that the service gets 
better for more and more people. 
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TRENDS IN PINANCE 












The Mortgage Boom 


During the year 1954 the volume of 
urban mortgages outstanding passed the 
100-billion dollar mark. At the same 
time the real estate mortgage became 
the most important single form of private 
indebtedness. 

Almost three-quarters of these urban 
mortgages are on 1- to 4-family dwell- 
ings—the familiar residential or “home” 
mortgage. A part of the remainder rep- 
resents mortgages on apartments and 
other types of multi-family dwellings; 
and some are on commercial properties. 
The rapid rate of growth in the im- 
portance of the mortgage and particu- 
larly of the home mortgage is shown in 
the accompanying chart. 

The real estate mortgage, in becoming 
the most important private debt instru- 
ment, passed the corporate bond during 
the postwar period. The converse side of 
this fact is that a great majority of pri- 
vate investment institutions find the 
mortgage to be their primary private 
outlet for investment funds. This has 
always been true of savings and loan 
associations and it has been true of mu- 
tual savings banks for most but not all 
of their history. However, it is not as 
widely recognized that commercial banks 
now hold a larger volume of mortgages 
than all other forms of long-term private 
indebtedness combined. 

Life insurance companies still hold a 
larger volume of corporate bonds than of 
mortgages but it is not inconceivable that 
within- the not-too-distant future even 
life insurance companies might find the 
urban mortgage to be their chief private 
investment outlet. 

Why the mortgage boom? Why has 
mortgage indebtedness grown both rela- 
tively and absolutely? Has it been for 
temporary and transient reasons or have 
the causes been enduring in nature? 

Most of these questions must be an- 
swered in terms of general housing de- 
velopments. In the first place, the pro- 
portion of home-owning families has 
grown. This development has been en- 
couraged by the public policies that 
eased mortgage credit but it is also based 
on the more solid facts of family forma- 
tion and family expansion. The greater 
number of marriages, the larger families 
at earlier ages, and the social encourage- 
ment to veterans for home ownership 
have all been forces working in this di- 
rection. 

But to a considerable extent there are 
other equally enduring factors that may 
have accounted for the growth of home 
ownership and with it the expansion of 
mortgage indebtedness. As real income 
has grown in this country, the proportion 
of it devoted to food and clothing has 
tended to decline—very slightly in per- 
centage terms, but the dollar sum freed 
for other expenditures has been enor- 
mous. It appears that one of the ele- 
ments on which people have been willing 
to expend a greater proportion of their 
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Past the $100 billion mark 


incomes has been housing. Although 
summary statistics cannot be marshalled 
to prove the point, it seems that the 
homes now are a more important element 
in total personal expenditures. As an il- 
lustration of this point, it is quite likely 
(even if unprovable from existing facts) 
that the ratio of mortgage to income has 
grown during the postwar period. 

Institutional holdings. Mortgage hold- 
ings of financial institutions have grown 
relatively as well as absolutely. The pro- 
portion of urban mortgages held by fi- 
nancial institutions in prewar and during 
the war averaged only slightly more than 
60 per cent of the total; at present the 
proportion is approaching 80 per cent as 
shown in the bottom section of the ac- 
companying chart. 

This means that the individual investor 
in real estate mortgages is becoming 
relatively less important. Since the hold- 
ing of mortgages in trust accounts for 
the benefit of individuals is included in 
this fraction, and since trust use of 
mortgages for investment purposes prob- 
ably has not declined relatively as much, 
it seems certain that the truly individual 
investor in mortgages is a vastly de- 
creased factor in the mortgage market. 
Such is the testimony of mortgage bank- 
ers. 

It might be concluded the mortgage is 
becoming a more nearly standardized 
and uniform type of instrument and that 
the possible outlet for unconventional 
forms of mortgages has declined. We are 
approaching the stage of a true open 
market for mortgages. 

Mortgages as an investment. If mort- 
gages are likely to continue to be rela- 
tively more important in the sphere of 
institutional investment this suggests the 
merits of having mortgages an increas- 
ingly liquid investment instrument. Fed- 
eral insurance and guarantee of mort- 


gages and the agencies of mortgage 
purchase and sale have helped in this 
direction; the services of the mortgage 
bankers have also served to improve the 
uniformity and “fungibility” of mort- 
gages. 

Perhaps the most important result of 
this development has been that the health 
of the real estate market has become 
even more important to the vitality of 
financial institutions. A generation ago 
it was the stock market and the market 
for corporate securities that was of pri- 
mary interest to financial institutions. It 
is entirely possible that very soon the 
central interest of financial institutions 
will coincide with the business interests 
of the butcher and the baker—in the 
American home, 


e ° e 


Finance Conference 


One of the best meetings beamed 
directly at corporate treasurers and 
other comparable executives is the 
annual finance conference held each year 
in New York City by the American 
Management Association. The programs 
are largely devoted to practical day-to- 
day decisions involved in handling the 
fiscal problems found in business opera- 
tions, 

Highlighting this year’s meeting, for 
example, were panel sessions on improv- 
ing financial and stockholder relations, 
what heads of other departments want 
from financial executives, and a detailed 
presentation of Continental Can Com- 
pany’s system of financial planning and 
control. Individual speakers took up 
such topics as financing dealers, co- 
ordinating budgets with forecasting, 
financial aspects of diversification, im- 
pact of the new tax law on corporate 
operations, trend of interest rates in 
future financing, and the economic 
climate ahead. All of the discussions 
are summarized in a Conference News 
bulletin issued by the association, whose 
headquarters are at 330 West 42nd 
Street, New York 36. 

Company relationship. The financial 
executive’s responsibilities to the sales 
manager, the operating head, and the 
chief executive of the company were 
discussed by Robert R. Zisette, vice- 
president, of sales, SKF Industries, Inc.; 
C. W. Allen, vice-president of opera- 
tions, Cleveland Cliffs Iron Company; 
and C. M. Scott, Jr., president, I-T-E 
Circuit Breaker Company. 

“The financial man is not going to 
make the decisions required of other 
department heads,” said Mr. Zisette, 
“but if we attempt to make them with- 
out a thorough analysis and understand- 
ing of the facts he is able to give us, 
we'll make some awfully bad decisions.” 
Among the facts the financial officer 
can supply to the sales manager, Mr. 
Zisette cited the need for prompt data 
on manufacturing costs, sales and profit 
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SAFEGUARDING 


Consumer Credit 


More than 5,000 of 
America’s leading fi- 
nancial institutions pro- 
vide their customers 
with death and/or 
disability protection 
through the specialized 
insurance service of 


OLD REPUBLIC CREDIT LIFE 
INSURANCE COMPANY 


James H. Jarrell, President 


Executive Offices: 
307 N. Michigan Ave., Chicago 


Regional offices—coast to coast 


consumer credit insurance exclusively 





| operating 
| closely together in his organization, Mr. 
| Allen discussed capital expenditure con- 
| trols, 
| planned budgeting of expenses. 


OLD REPUBLIC. 


America's largest company writing 








FINANCIAL MANAGEMENT ON THE BEAM 


TARGETS 


-Funds for Business Needs 
-Plan for Profit 


~ CONTROL FIELD - 









Officers explaining Continental Can’s financial control plan 


situation, expenses, inventory, and com- 
petitive position. 

Mr. Allen emphasized the need for 
complete frankness, understanding and 
cooperation at all levels of the finance 
and operating departments, in properly 
preparing the basic information required 
by management. Among the areas where 
and finance have worked 


income and cash forecasts, and 


Representing top management view- 
point, Mr. Scott explained that the 
treasurer of I-T-E Circuit Breaker 
Company serves as the balance wheel 
among the three principal operating 
divisions of sales, engineering and pro- 
duction. He is the basic point of refer- 
ence for control of all operations. 


Financial - stockholder relations. Im- 
provement of financial and stockholder 
relations was the subject of a panel 
session in which representatives of man- 
agement, the financial community, and 
the financial press participated. Speak- 
ers were M. Dutton Morehouse, manager, 
Brown Brothers & Harriman, Chicago, 
and president of The National Federa- 
tion of Financial Analysts Societies; 
Thomas W. Phelps, assistant to the 
board chairman, Socony-Vacuum Oil 
Company; Peter F. Hurst, president, 
Aeroquip Corporation; and John G. 
Forrest, financial and business news 
editor, The New York Times. 

While it is a relatively small and 
young company, Aeroquip has had un- 
usual success in attracting favorable 
attention to its stock offerings, through 
its active program of communication 
with stockholders and the financial com- 
munity. In carrying this out on a year- 
round basis, Aeroquip utilizes the assist- 
ance of qualified professional counsel, 
and finds that the annual additional 


cost of the program on a per share 
basis after taxes is a little more than 
a penny per share each year. Results, 
such as a greatly reduced underwriters’ 
commission cost in the company’s second 
public stock offering, have had a value 
far in excess of this amount. 


Top priority given. Socony-Vacuum 
gives highest priority to requests for 
information from _ stockholders, news- 
papermen and security analysts, accord- 
ing to Mr. Phelps. An important objec- 
tive in its communications programs is 
to anticipate questions before they are 
asked. Also, the company studies indi- 
vidual inquiries to see whether they are 
of general interest, and if so, the answers 
are included in some publication that 
will reach all stockholders or all security 
analysts at once. 

In dealing with the press, Mr. Forrest 
suggested that management should go 
in for market research on the subject 
as seriously as it does with a new’ 
product. “Placing a publicity story also 
is trying to sell a product in a highly 
competitive market,” he asserted. He 
advised finding out such details as the 
fact that copy should be sent to the 
financial editor, not a reporter. 


Analyst’s suggestions. Basing his re- 
marks on studies made by the corporate 
information committee of the National 
Federal of Financial Analysts Societies, 
Mr. Morehouse offered a number of 
suggestions for making annual reports 
more valuable to large and small stock- 
holders and to security analysts. Among 
his major points were the following: 

1. Management should give more 
attention to the desire of both stock- 
holder and analyst to compare the com- 
pany in question with similar enter- 
prises. Figures and financial information 
should be comparable with industry 
practices. “The banking industry is a 
bad offender in this regard,” said Mr. 
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here are stars in the sky 


_ 


as well as thunder and lightning 


There is goodwill in the hearts of men at Christmas. There’s a warm welcome for 
the neighbor—a deep desire for friendship between nations—a determination to 
achieve lasting peace. »« Clouds scud along the horizon, sometimes building up to 
frightening thunderheads. Angry voices thunder without reason—and threats, like 
lightning, break and crash over the people’s heads. »« Yet the eternal stars are 
there —stars of Hope, of Faith, of Love—now dimmed or hidden by the clouds 

now breaking through with a clarity and brilliance and strength that will not be 
denied. »« May these stars be seen and followed by the wise men of all nations. 


May they light the path to peace. That is the Christmas prayer of the people. 


CHRISTMAS 1954 BANKERS TRUST COMPANY, NEW YORK 


Once more we reprint this now familiar prayer of ours, exactly as it was written seven critical years ago. 
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One Unit knocked out 
Whole Plant shut down 











How we salvaged $253,000 


of our lost income 


(Based on Company File #H-48-8460) 


We were operating our chemical 
plant at capacity around the clock. 

Late one night, vapors from a 
processing tank ignited and the 
main unit caught fire. The tank was 
a total loss. But that wasn’t too 
important. 

Our big problem was in the main 
unit—every motor, pump and valve 


had been ruined! Without that unit, 
we couldn’t keep the plant running. 

Repairs took three months. The 
only thing that saved us from a tre- 
mendous loss was our Business Inter- 
ruption Insurance. The $253,000 
we received paid our continuing 
expenses, and gave us the profit we 
had counted on making! 


As an interested friend or adviser, you may want to call this 
story to the attention of some of your banking customers. 


A great many businessmen do not realize that a temporary 
shutdown can leave long-lasting financial scars. 


You can help these businessmen now, so they won’t find 
themselves in difficulties later. Simply point out the importance 
of protecting anticipated income with Business 


Interruption Insurance. 


Your customers can get the full story from their 


Hartford Fire Insurance Company Agent or 
their insurance broker without obligation. 


Year in and year out you'll do well with the 


Hartford 


Hartford Fire Insurance Company * Hartford Accident and Indemnity Company 


Hartford Live Stock Insurance Company 


° Hartford 15, Connecticut 








Morehouse, “as is the fire and casualty 
insurance field, where there apparently 
is no consistent philosophy of report- 
ing.” 

2. The conflict of interest between 
the typical stockholder and the financial 
analyst can be satisfied by including a 
relatively brief president’s message con- 
taining all salient information followed 
by a detailed discussion for the large 
stockholder and the analyst. Mr. More- 
house commended the growing practice 
of preparing detailed supplemental infor- 
mation for distribution on request. 

3. The report should include a full 
discussion of industry conditions having 
a direct bearing on the company’s opera- 
tions, and refer to unfavorable as well 
as favorable factors. 

4. It should be possible to give some 
idea of the source of earnings without 
making the information so detailed as 
to be helpful to competitors. Mr. More- 
house also suggested discussion of sales 
backlogs, government business, pricing 
problems, non-recurring earnings, and 
rental payments where significant. 

5. There should be a frank discussion 
of management’s financial policies. The 
analyst is interested in knowing what 
the company intends to do with retained 
earnings. Also, inventory accounting 
methods and depreciation policies should 
be reported in full. 


Financial planning. Executives of Con- 
tinental Can Company described the 
financial planning and control system 
now in effect in that organization. 

Fast growth has brought about de- 
centralization, explained Vice-President 
Lawrence Wilkinson, and the plant 
manager’s role has become much broader. 
He is now responsible for profit and for 
budgeting and programming as_ well. 
Vice-President R. L. Perin pointed out 
the need of management education in 


the use of such a system. The most. 


important part of that education, he 
said, is to teach managers how to re- 
view a profit plan and what to do about 
the weaknesses revealed by that review. 


Individual speakers. Supplementing 
the group panels were the individual 
talks, touching other phases of corporate 
financial activities. 

Ways in which a manufacturer-owned 
finance company can help dealers, dis- 
tributors and manufacturer at no cost 
to the manufacturer were enumerated 
by C. R. Brogan, vice-president and 
general manager, Refrigeration Discount 
Corporation, Division of American 
Motors Corporation. 

“Not only do our services not cost 
our parent organization anything,” Mr. 
Brogan reported, “but there has never 
been a year in our 28 years in business 
in which we have not earned a profit. 
Our goal is 10 per cent net on our 
investment after taxes.” 

Dealer aids. Originally confined solely 
to the financing of Kelvinator products, 
ReDisCo’s services have now been ex- 
tended to competitive appliances sold by 
Kelvinator retailers. It helps the 
dealer by encouraging purchasers to 
pay their accounts there and by mail- 
ing promotional material to customers 
with good paying records. It protects 
the dealer’s profit by carrying life insur- 
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Day-to-day fiscal operations 


ance on every retail customer, property 
insurance on all merchandise in the 
customer’s hands, and property insur- 











ance on some merchandise in the dealer’s | 


inventery. Also, the dealer is protected | 


against “skips” and it is made possible 
for him to recover his “profit on re- 
possessions. The retailer gets help in 
the selection of credit risks, sales pro- 
motional ideas, budgeting, record keep- 
ing, inventory control and turnover, and 
proper balance sheet ratios. 

ReDisCo helps the wholesale distrib- 
utor not only with financing but also 
through field representatives who assist 
him with his sales efforts and in estab- 
lishing good dealers. 

Through its accurate weekly reports 
on the movement of merchandise by 
models in all parts of the country, 
ReDisCo helps the manufacturer in 
scheduling production and in planning 
its sales and advertising programs. 
“One of the greatest advantages to the 
manufacturer,” Mr. Brogan concluded, 
“is that we are able to provide con- 
tinuous financial support to the whole- 
saling and retailing organizations in 
all parts of the country regardless of 
economic conditions and the general 
tightening of credit.” 


Results of diversification. American 
Machine & Foundry Corporation’s ex- 
perience with diversification has been 
financially “all to the good,” according 
to D. S. Meiklejohn, treasurer and di- 
rector. It has increased and stabilized 
earnings and added to the company’s 
borrowing capacity. 

However, it also created some prob- 
lems. Many of the new subsidiaries had 
never tried seriously to forecast earn- 
ings and cash requirements, and quite 
a period of education was necessary. 
Also, shortly after acquisition many of 
the subsidiaries presented plans for new 
buildings, research facilities, and other 
capital expenditures. To deal with this 
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In the 54 years since the census of 1900, the population of the Los 
Angeles Metropolitan Area has climbed from less than 200,000 to more 
than 5,200,000. In the 414 years from the April 1, 1950 Census to mid- 
1954, the gain amounted to approximately 844,000— more than the 1950 
population of Boston, Pittsburgh, or Washington, D. C. 


Although population growth in the Los Angeles Metropolitan Area 
has averaged a record 199,000 per year since the 1950 Census, the gain 
during the balance of the decade is projected at a more moderate 156,000 
per year. To provide for this increase in the period ahead and to take 
care of the needs of the population already residing in the area will 
require construction averaging at least 134 billion dollars per year. 
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Credit Insurance? 


ARGE firms a little? Small firms a lot? Actually, 
en seems to be ‘little or no correlation between 
mere size or type of a business and its Credit Insurance 
needs. Large firms as well as small require the assurance 
that working capital will at all times be kep/ working, 
will not be lost or tied up indefinitely in Receivables. For 
example, we cite the following list of single premiums 
paid by some of American Credit’s larger policyholders. 


POLICYHOLDERS’ BUSINESS ANNUAL PREMIUM 
| SN Spe ee ree ory Te eee $ 17,815.77 
I oc hts wktn ek ae nei ake $ 20,515.79 
Automotive Parts and Accessories...... $ 20,936.62 
|) Rr err $ 21,734.49 
Healing Appliances. ............+4.- $ 25,082.87 
RG Ae Fay eae rN 5° $ 26,285.09 
Newsprint, Pulp and Insulation Board .$ 28,251.50 
Radios, TV Sets, Healters............$ 32,026.00 
Pressed and Blown Glassware. ........ $ 36,669.66 
Television and Radio Equipment...... $ 40,761.35 
Air Conditioning Unils.............. $ 48,606.84 
Electrical Appliances, Aircraft Parts. ..$ 49,668.36 
RS cad ado td yh « ep liunanioeene $ 61,506.04 
Air Conditioning Equipment.......... $102,536.28 


We'd like you to know more about American Credit 
Insurance. May we send you a booklet? Please write 
Department 49, First National Bank Building, Balti- 
more 2, Maryland. 


Ameriean Credit 
Indemnity Company 


of New York 














problem, AMF developed a form of jus- 
tification, based on the formula of the 
Machinery and Allied Products Institute, 
which must accompany any request for 
capital equipment. Requests must be ap- 
proved by the subsidiary’s board of di- 
rectors, which includes at least two 
officers of the parent company, one of 
them a financial officer. “It is amazing 
how many appropriation requests die 
quietly when this calculation has to be 
made and when it is known that the cal- 
culation will be checked against actual 
results,’ mused Mr. Meilklejohn. 


Revenue Act’s impact. Many of the 
rules of doing business have been “dras- 
tically changed” by the Revenue Act of 
1954, asserted Whitney B. Sanders, tax 
executive and assistant treasurer, Crown 
Zellerbach Corporation. 

The method of calculating deprecia- 
tion is probably the area of greatest 
impact, he noted, and he predicted that 
practically every corporate taxpayer will 
take at least some advantage of one or 
more of the permissible methods of de- 
preciation other than straight-line. He 
also predicted that the new act, in this 
respect, will stimulate the construction 
of new and modern plants. 


Operations planning. Forecasting and 
profit planning—“whether we win or 
lose”—gives top management a chance 
to take corrective action while there is 
time for it, N. J. Curran, director of 
budgets and analysis, General Foods 
Corporation, told the conference. 

At General Foods, he said, forecasting 
and budgeting are the basis of operations 
planning, not something separate and 
apart from the day-to-day plans for oper- 
ating a business. He illustrated how the 
program functions in actual practice by 
describing the role it played in bringing 
a new instant coffee product onto the 
market, with gratifying results. 

Interest rate trend. Looking at the 
trend of interest rates in future financ- 
ing, Norris O. Johnson, assistant vice- 
president, National City Bank of New 
York, disputed the predictions that the 
force of savings flow would keep pushing 
interest rates down for decades ahead. 
“For myself,” he declared, “I work on 
the assumption that the lowest interest 
rates of the twentieth century are be- 
hind us.” 

What has kept interest rates from fall- 
ing even more than they have is the 
elasticity of supply of mortgages and 
municipal and corporate securities, ac- 
cording to Mr. Johnson. Except by en- 
tering the mercurial commercial paper 
market, few corporations have been able 
to break the 3 per cent rate on any of 
their borrowings, he noted. “The basic 
reasons why this rate has held out,” he 
said, “is that lenders have pushed harder 
and successfully into other areas of in- 
vestment to sustain average earning 
power of 3 per cent or better.” 

Economic outlook. In a concluding 
talk which looked at the general economic 
climate ahead, Dr. Gordon W. McKinley, 
chief economist, Prudential Life Insur- 
ance Company, painted a decidedly rosy 
picture. He predicted that 10 years from 
now the annual value of all goods and 
services would be more than 50 per cent 
greater than it is at the present time. 
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A multi-sided 


SOLVED BY APPLICATION OF WALTER E. HELLER & COMPANY 
LOAN SHARING OR PARTICIPATION FINANCING 


This situation involved $1,500,000 unsecured credit extended to a midwestern 
manufacturer by a New York City and local bank. The manufacturer’s condition 
prompted the bank to call in Walter E. Heller & Company. By putting our heads 
together we resolved the situation to the benefit of stockholders, the Government— 
which retained a potential defense asset, and creditors who were saved from any loss. 

* The New York bank’s loan was cut in half by a sharing arrangement by the 
New York and the local bank on a 40%-10% basis with Walter E. Heller & Company 
taking 50%. 

* The bank’s interest charges were paid directly to them by Walter E. Heller & 
Company. 

* In addition to less exposure, the bank got the benefit of a position secured by 
accounts receivable and a mortgage on the equipment and real estate. 

* Banking overhead costs were not increased because Walter E. Heller & Company 
did all the handling and supervision necessary, and supplied to the manufacturer, 
funds daily, as necessary, under a revolving financing program. 

* Soon the larger bank’s sharing certificate was picked up and the local bank in- 
creased its percentage share with a top limit designated. 

* The company was able to meet its trade bills, balance inventories, sell an unneces- 
sary plant and equipment, negotiate a long-term loan, and maintain its position 
in Government and civilian work. 

* Some time later the company was purchased by a large utilities firm under mutually 
satisfactory arrangements. 

This is one of many case histories, illustrating the range and flexibility of the services 

we bring to bear on situations involving bank credit. Bank officers charged with the 

responsibility of handling credits are invited to make confidential inquiries at any time. 


BANKING SERVICE OFFICER 


WALTER E. HELLER & COMPANY 


Established 1919 


105 W. ADAMS STREET, CHICAGO 90, ILLINOIS 
13th FLOOR: 10 E. 40th ST., NEW YORK,N.Y. 


December, 1954 





situation 


THE FINANCIAL SERVICES 


rendéred by Walter E. Heller & 
Company are not fully identified by 
simple tabulation because they are 
variously coordinated and applied to 
fit specific situations. 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 
$600,000,000 annually. 


BANK SHARING 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING , 
INSTALLMENT FINANCING 
REDISCOUNTING 


MACHINERY AND EQUIPMENT FUNDING 


INVENTORY LOANS 














For 1965 he forecast a gross national 
product of $540 billion compared to $356 
billion at present, with personal income 
of the employed worker up 25 per cent. 

While stating that the quoted figures 
are well within the capabilities of the 
economy, Dr. McKinley pointed out that 
to turn the large volume of engendered 
savings into capital goods will require 
original thinking and effort on the part 
of the financial community. 
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Bank Finances 
Unique “Schoolhouse” 


National attention has been attracted 
to the convertible buildings of the Odd- 
stad School in Linda Mar, California, 
and the unusual method of bank 
financing employed instead of the tradi- 
tional bond issue. 

Linda Mar is a fast-growing residen- 
tial community one-and-a-half years old, 
on the seacoast of San Mateo County 
about twenty miles south of San Fran- 
cisco. This past summer the school dis- 
trict was confronted by the problem of 
providing elementary school facilities 
for about 350 children of Linda Mar. 

No money was available for temporary 
school bungalows. Many months of 
waiting would be required to vote a 
bond issue and build a permanent school. 
To transport these youngsters to the 
nearest outside community three miles 
away meant an expenditure of $60,000 
for buses, plus expenses of operation. 






































































Bank loan permits conversion of houses into emergency school 


The solution. In this emergency 
Andres F. Oddstad, Jr., president of 
Homes By Sterling at Redwood City, 
and the developer of Linda Mar, sug- 
gested a unique solution. He offered to 
build 11 houses in a row to form an 
elongated “schoolhouse,” adjacent to one 
of the four sites reserved for future 
permanent schools. These houses were 
to be connected by a short roof overhang 
or “breezeway” to protect the kiddies 
from rainy weather. All interior walls 








customers. 





Accounts Receivable 
Financing 


IF YOUR BANK does not handle this type of 

business, ComMErRcIAL CrepiT can help your cus- 
tomers who need more funds than are justified under 
their banking lines of credit. CommerciaL CREpIT’s 
Accounts Receivable Financing can function quickly 
and smoothly, and does not interfere with your bank- 
ing services to these customers. Any CoMMERCIAL 
Crepit Corporation divisional office listed below 
will be glad to furnish information to you or your 


Ba.timore 1—200 W. Baltimore St. 
Los AnceLes 14—722 S. Spring St. 
San Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


COMMERCIAL CREDIT COMPANY 
Capital and Surplus Over $145,000,000 


Cuicaco 6—222 W. Adams St. 
New York 17—100 E. 42nd St. 














would be eliminated as well as garages, 
and thus provide ten oversize classrooms 
26 x 40 feet, leaving one room in the 
middle for administration purposes. 
These temporary classrooms could be 
leased at cost by the school district 
until such time as a bond issue would 
enable a permanent school to be con- 
structed. When no longer needed for 
the “schoolhouse” these houses could be 
readily converted into typical ranch- 
type homes by tearing out the black- 
boards and connecting breezeways, and 
constructing interior walls, garages and 
back fences. 

Bank loan authorized. The_ school 
board liked the idea, as no capital invest- 
ment or long-term commitment would 
be required. The next stage was to sub- 
mit the idea to Henry Verdelin, presi- 
dent of the First Western Bank and 
Trust Company, then The San Francisco 
Bank. He authorized the bank to make 
a loan of $155,000 to finance the Odd- 
stad project as a public service, without 
the usual requirement of a long-term 
lease binding the school district. To con- 
form to normal mortgage procedures, 
the bank treats the “schoolhouse” prop- 
erty as “unfinished houses,” until they 
are converted into dwellings ready for 
sale to prospective home owners. 

Ownership of the “schoolhouse” is 
vested in a non-profit corporation estab- 
lished for this purpose. The Laguna 
Salada School District leases the 
“schoolhouse” at a satisfactory monthly 
rental based on the average for similar 
homes in the area, on a month-to-month 
basis. The San Mateo County tax 
assessor also helped to keep costs down 
by agreeing to waive assessments since 
these houses are being used temporarily 
as a public school. The actual monthly 
rental figures out about ten cents per 
day per child. 

“Many new residential communities 
built recently on the fringes of metro- 
politan areas have experienced a serious 
shortage of school classroom facilities,” 
states Mr. Verdelin, “and the temporary 
school plan developed by Mr. Oddstad 
can offer in many cases an immediate 
solution.” 
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Financial institutions are invited to 


avail themselves of our services. 


SALOMON BROS. & HUTZLER 


Dealers and Underwriters of High-Grade Securities 
Members New York Stock Exchange 


SIXTY WALL STREET, NEW YORK 5, N. Y. 


BOSTON + PHILADELPHIA *« CLEVELAND * CHICAGO « SAN FRANCISCO 
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Mass-Producing Capitalists via Investment Clubs 


By Thomas E. O’Hara 


Board of Education, Detroit, Michigan 








Has Detroit, home of the miracle of 
automotive mass-production, spawned a 
new idea in mass-production? A growing 
number of people believe it has and 
some of them think Detroit’s new idea 
in mass-production may rival the auto 
industry’s in its effect upon the economic 
and political system of the nation. 

The new idea is the mass-production 
of capitalists. Like the first develop- 
ment in mass-production, the new idea 
depends not so much upon new ideas as 
the ordered use of old ideas. The plan 
is to combine education and economics 
in a pleasant and stimulating situation 
in order that each of us may study and 
understand the business world about us, 
and, at the same time, begin to acquire 
a share in American industry. This 
goal is being very successfully achieved 
in hundreds of investment clubs across 
the country. There are two new develop- 
ments which are making this old idea 
work so well and spread so vigorously. 
In the first place, the investment club 
itself has developed into a well defined 
organization with a plan that goes far 
toward assuring its success. And in the 
second place, a number of the clubs have 
banded into a national association which 
not only helps new clubs get started on 
the right path, but provides a means of 
communication between existing clubs 
for the purpose of constant stimulation 
and guidance. 

Plan is simple. An investment club is 
a simple, informal organization usually 
composed of just 10 to 15 friends. They 
meet together once a month, and at that 
meeting each one usually turns in his 





Mr. O’Hara (left) and George A. Nicholson, 
Jr., advisor, chart progress of investment 
club movement 


A financial phenomenon 


$10 deposit for the month, two or three 
of the members give reports on com- 
panies they have studied, and then after 
a period of discussion the members by 
majority vote decide which security 
they will buy. Its development into the 
modern club, and the growth of the 
National Association of Investment 
Clubs, is a fascinating story of American 
enterprise that began 14 years ago in 
Detroit. 

A young man who had grown up dur- 
ing the depression was planning ahead. 
The opportunity of acquiring enough 
capital to start his own business seemed 
many years away. But he wanted to 
make certain that that time would come. 


One of the ways in which he had tried 
to make a living was selling securities, 
and in that business he had met a young 
analyst whose principles and skill he 
greatly admired. He went to him and 
told him he wanted a plan where, by 
saving ten dollars a month, he could 
accumulate in 10 years enough money 
to start his own business. The sugges- 
tion made to him was that he organize 
an investment club. And the important 
advice came next. He was advised that 
to make his club a success and get the 
greatest return from it he should care- 
fully and rigidly follow a definite plan. 

Three principles. The first part of the 
plan was that the club should invest 
the money it collected each month, re- 
gardless of what the business outlook 
seemed to be. This put the time honored 
principle known as dollar-cost-averaging 
at work for the club. Secondly, the club 
was to reinvest all of its earnings as 
they were realized, in order to give it 
the benefit of compound income. And 
lastly, the club was to confine its invest- 
ments as closely as it was able to the 
securities of “growth type” companies; 
that is, those who had a record of being 
able to forge ahead faster than their 
competition. Each of these principles 
was a factor of safety. Together they 
produced very effective results. 

However, this was a program designed 
to produce not overnight riches, but 
steady growth and a better-than-average 
return over the long term. The ten mem- 
bers of the initial club in 14 years have 
deposited $18,434, withdrawn $16,582, 
and own securities worth $55,972. 


Three principles: dollar-cost-averaging, reinvestment of earnings, emphasis on growth companies 


A typical meeting, at a home, of the first-organized investment club 














. - and its current portfolio 





MUTUAL INVESTMENT CLUB 
N 8, 1954 LIQUIDATING VALUES 


BALANCED PUND 


Cost per Price TOTAL 
Share $1,16-54 VALLE 
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INVESTMENT CLUB STOCK SELECTION GUIDE 


Company Industry coercion vate 
Years in Businens _...Weaes Div'ds, Paid Exchange 
Common Shares Outstanding, — Products && Distribution 


A. SALES GROWTH (Minimum 10% per year: 20% per year if ponstble) 
1, What is yearly average for last 1¢ years” 


2. Should this rate continue at least 5 more years? 
2. Why? 





BR. EARNINGS GROWTH (In line with sales growth) 


1. What is pearly average for last 10 years?. 
2. Should this rate continue at least 5 more soars? 
3 Why* a 


C. YEELD (At least 4 to 6:5 for full advantage of compounding) 


3. Present Market Price. 
2. Average Dividend last 5 years ¢ 
3 Estimated Total Dividend next 5 years {C2 x Tota! GS) 


+] 


UPSIDE DOWN-SIDE RATIO (Try for ratio of 3 to 1) 


2. Highest Price next $ years 
2 Present Market Price 

3 Lowest Price neat 5 years (Average MS x Lowest O8 neat § years) 
4 Up-Side Potential (D1 minus D2) 

5. Down-Side Potential (D2 minus D3) 

6. Up-Side Down-Side Ratio a a | (D4 DS) 


(Average HA x Highest G8 next $ years) 


£ ZONING (To avoid paying too much restrict buying to lower range, or to middle range if 
growth ts fast.) 


1. Highest (D1) less Lowest Price (08). _equais an 
estimated price range of next 5 years of points 
(One Third of this range is. points.) 
Lower Third is through (Buy Range) 
(Mav be bought—Hold Range) 


through —~— (De not buy—Sell Range} 
‘The present Market Price of is in the Range 





Analysis sheet developed for 
use by the clubs 


Not a “trading” account. As the mem- 
bers of this club became acquain:ed 
with other club members they discovered 
that clubs across the country fell sharp- 
ly into two classes. One group followed 
the theory that the road to success was 
through “trading,” buying securities with 
the thought that you quickly would be 
able to sell them to some one else at 
a profit. The other group of clubs had 
an investment program about like their 
own and had been similarly successful. 
The clubs which concentrated on trading 
were usually out of business in two 
years. There seemed to be no question 
that “tip-type” investing was poor for 
clubs. Good results were usually ob- 
tained when real study and analysis was 
used by a club in making its decisions. 
Some of the clubs had developed an 
analysis sheet which was easy to use 
and helpful in keeping them on the right 
track. It seemed like it might be a good 
idea to make this information available 
to everyone and to provide a means for 
the exchange of information between 
clubs. As a result a number of clubs 
came together in Detroit in October of 
1951 and founded the National Associa- 
tion of Investment Clubs. 

The N.A.1.C. booms. It is the phenom- 
enal growth of this organization that 
has convinced its founders that they are 
on the verge of producing capitalists 
not by the thousands but by the millions. 
And the remarkable part of the organ- 
ization’s growth is that it has all taken 
place through word of mouth publicity 
and without sponsorship of any large 
or organized group. In one year the 
association grew from four to 42 clubs; 
by the end of its second year it was 110 
clubs strong, and in the past year has 
tripled that figure. In its first year the 
membership was mostly in Michigan and 
nearby states, but now it reaches into 
30 states and the District of Columbia 
and has had requests for its literature 
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from places as far away as Saudi 
Arabia, Lebanon, Venezuela, and Japan. 
N.A.L.C. headquarters are at 1232 Na- 
tional Bank Building, Detroit 32. 

One of the things clubs learn as they 
study various securities is that in back 
of the success of every security is a 
man or group of men who give it its 
impetus and drive. There has been such 
a man in back of N.A.I.C. He is the 
financial analyst to whom our friend 
went when he started his club 14 years 
ago. George A. Nicholson, Jr., of 
Watling, Lerchen & Co., Detroit, made 
his first contribution to investment clubs 
when he set forth the principles of 
regular investment, reinvestment of 
earnings, and confining investments to 
growth companies. These powerful 
forces were not only designed to guar- 
antee the success of clubs over the long 
term, but at least the first two were so 
simple that any amateur investor could 
follow them without guidance. The third 
is more difficult, but since clubs are coun- 
selled by experienced investment men, 
they find success in that field also. 

Learn by doing. Mr. Nicholson, as 
chairman of the N.A.I.C. board of 
advisors, has guided the growth of the 
association and laid out the objectives 
for which it strives. He feels that educa- 
tion and investment clubs are very closely 
linked. While economics may be an 
abstract science to the average man, 
when it is linked closely to his pocket 
book it not only becomes very real but 
also becomes exciting and intriguing. 
You” learn investing by doing. In a 
club the average man can do this and 
learn by both his own experience and 
that of his fellow club members. Emo- 
tion, the urge to buy when prices are 
going up and to sell when they are going 
down, defeats most investors. But in a 
club the stakes are low for the first few 
years and the investor learns to control 
these instincts before he begins to deal 
with large figures. 

Understanding the security markets 
and the operation of the nation’s busi- 
nesses does not come overnight to an 
investment club member, but each study 
he makes, and each time he presents his 
company study to his club for considera- 
tion, he is building a background for 
his own thinking. To help him in his 
learning processes, the N.A.LC. is 
divided into regional councils, which 
roughly follow county boundaries. The 
councils call periodic meetings of the 
club members in their areas and present 
talks by economists, professors, or busi- 
ness leaders, or visit local businesses. 

The growth of investment clubs not 
only helps the individual to increase his 
personal knowledge and wealth, but its 
production of a vast army of educated 
investors may be the answer to provid- 
ing the capital needed to keep America’s 
industrial machine in top notch condi- 
tion. As our tax program eliminates 
the great fortunes in the land, the source 
of venture capital that has kept us 
economically great and growing has 
started to disappear. But now we have 
prospects that a whole army of new 
capitalists can be mass-produced to 
continue the flow of new capital which 
makes prosperity greater for all of us. 





Don't fool yourself 
about LIFO 


As a method of accounting, we 
have no quarrel with LIFO, at all. 


But as protection against busi- 
ness losses due to price changes— 
that’s something else again. 


As the U. S. Tax Court found in 
a recent decision involving Fulton 
Bag and Cotton Mills— 


“The so-called LIFO method is 
merely an accounting proce- 
dure employed in computing the 
value of the closing inventory 
of a taxpayer for tax purposes 
. . . the LIFO method is no 
guarantee against the hazards 
of business, and the use thereof 
does not, in and of itself, insure 
the user against the realization 
of an actual gain or loss. This 
is true, whether or not a con- 
stant level of inventory is main- 
tained.” 


The whole case, of course, is 
particularly interesting because 
the Treasury Department’s conten- 
tion had been that Fulton Bag and 
Cotton Mills didn’t take any in- 
ventory risks, or have to worry 
about hedging, because it used the 
LIFO method of accounting. But, 
as the judge found, LIFO alone is 
no substitute when it comes to 
protecting operating profit. 


If you haven’t been hedging 
your own inventories ... 


If you’ve been relying on LIFO 
alone... 


Then we think you should ex- 
plore the best methods of using 
the futures markets to protect 
your business against loss. 

And if you don’t know just how 
to begin, we'll be happy to mail 
you a copy of our brand new 
booklet “How To Hedge Com- 
modities”—a 64-page guide to the 
basic principles of hedging that 
everyone should apply. 

There’s no charge, of course. 
Simply address a card or letter 
to— 

Mr. H. B. ANDERSON 
Department K-108 


MERRILL LYNCH, 
PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 106 Cities 
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To our “family” of correspondent banks 








throughout the country and the world: 












We extend to you not merely greetings of the 
season —and every good wish for personal happi- 
ness and business success in the year to come — 
but our thanks for the warm relationship that 


you have brought to our common undertakings. 


The First National Bank of Chicago 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Christmas Plans 


“Christmas is a reminder of friend- 
ships, old and new . .. it’s a sprig of 
mistletoe hung over a door .. . toys hid- 
den in the attic . . . fruit cake, cookies 
and candy on a sideboard ... a Salva- 
tion Army lass ringing a bell . . . letters 
scribbled in childish handwriting and 
addressed to Santa... it’s a lighted tree 
sprinkled with the colors of the rain- 
bow.” 

Thus did Reed Sass, vice-president, 
Fort Worth (Texas) National Bank, in 
the bank’s publication last year, define 
the “spirit of Christmas.’”’ What Mr. Sass 
did with his nimble pen, numerous other 
banks and financial organizations in the 
country did also with word and deed to 
define the “‘spirit of Christmas” for the 
pleasure of their customers and friends. 
Here are some of the activities; per- 
haps a mention of them will suggest 
ways they can be adapted to the plans 
of other financial institutions. 

Lobby activities. Many a lobby is 
crowded at Christmastime by people who 
come to hear the concerts staged by vari- 
ous financial organizations. Last year 
hundreds of surprised and delighted 
shoppers crowded inside the main bank- 
ing room of the Florida National Bank, 
Jacksonville, to listen to the bank’s glee 
club. During 40 minutes on four days 
the bank’s carollers presented a _ pro- 
gram called “The Christmas Story in 
Song and Scripture.” 





SEE COVER . 
Showing noon-day crowds gathered 
in the lobby of the Florida National 
Bank of Jacksonville c 





The Valley National Bank of Arizona, 
Phoenix, earned the commendation of 
the public, clergymen and public officials 
for its wide variety of Yuletide activities 
last year. Some 350 spectators jammed 





Greetings from foreign lands 


the bank’s lobby the diay before Christ- 
mas to listen to the bank’s 21st annual 
concert and to admire a 24-foot Christ- 
mas tree. The lobby was also used for 
the annual reception for some 1,200 em- 
ployees. The bank’s newspaper, radio 
and television advertising was almost 
entirely devoted to the season’s greet- 
ings during the pre-Christmas week, and 
the bank sponsored re-broadcasts of its 
concert via radio and TV. The concert 
music was supplied by a local college 
a capella choir and the bank’s own 24- 
member choir. A tree in the office of 
Rudolf G. Zepeda, vice-president of the 
bank’s foreign department (shown in 
the photo above) was decorated with 
greetings from all parts of the world. 

A special feature of the lobby pro- 
gram of The National Bank of Com- 
merce, Houston, Texas, is the singing by 


an 84-voice, all-employee choir of music 
that is traditional with Christmas in 
other countries, but seldom heard in the 
United States. For a week, daily con- 
certs are given to some 2,000 who pack 
the lobby. In addition to the local broad- 
casts made of the program last year, a 
filmed presentation was televised nation- 
ally via the CBS-TV Douglas Edwards 
news show. 

A lobby transformed. The main bank- 
ing room of The First National Bank in 
Trinidad, Colorado, last year looked less 
like a bank lobby than it did a page in 
a story book. The tellers’ counter was 
transformed into a row of simulated- 
brick, doll-like houses at one end of 
which was a “Candy Shoppe.” Huge loli- 
pops of papier maché framed the vault 
door, and above it a cardboard Donder, 
Blitzen, et al., paused in the snow to 
rest. The lobby and its tree sparkled 
with the bright red, green and blue hues 
of Christmas and a smile-wreathed Santa 
himself peeked in on the scene. 

Rooftop displays. Three good exam- 
ples of rooftop exhibits were seen last 
year in displays at the Second Federal 
Savings and Loan Association, Chicago, 
Illinois, the Commonwealth Building and 
Loan Association, Norfolk, Virginia, and 
the Saginaw (Michigan) Savings and 
Loan Association. The roof of the Sec- 
ond National was adorned at the front 
by a large Nativity scene and on one 
side by a giant Santa about to enter a 
chimney. At intervals along the build- 
ing’s parapet large, electrically lighted 
candles formed a frame for the figures. 
The creche and the Santa settings were 
made by one of the Association’s cus- 
tomers, who in his native*Czechoslovakia 
had specialized in such work. 

On the roof of the Commonwealth 
association brilliantly colored choir sing- 
ers made of molded rubber compound 
stood poised in song. Music was piped 
from inside the bank through a loud- 


Last Christmas, the lobby of First National, Trinidad, Colo., became a page from a story book 


At left, Santa, reindeer, lollipops transformed a lobby wall, and at right, tellers’ cages became doll houses 
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speaker near the “choristers” to make 
the scene more lifelike. A TB associa- 
tion cross near the figures urged on- 
lookers to buy Christmas seals and be- 
hind the group a cardboard Santa waved 
cheerily. 

The display of the Saginaw Savings 
& Loan consisted of a Santa and his 
reindeer racing along the parapet of 
the building. 


At left, specially built creche, Santa atop Second Federal, Chicago, Ill.; right, “choristers” at Commonwealth Bldg., Norfolk, Va. 


The rooftops of these associations featured traditional Christmas scenes for wide audiences 


Greeting cards, A greeting card di- 
rectly identified with the financial or- 
ganization sending it can be both ap- 
propriate and attractive. The Bishop 
National Bank of Hawaii, Honolulu, for 
example reproduced one of its beautiful 
main branch lobby murals on a heavy 
paper stock in red and gold. A brief 
paragraph inside explained the mean- 
ing of the mural, while another para- 











(- WE SAVE IT 


The question deals with labor costs. And 
very timely it is because, as we endeavor 
to keep pace with swiftly changing 
methods designed to increase output 
with decreased manpower, we are prone 
to measure labor-saving in one division 
without considering a possible offsetting 
increase in another. Sometimes, usually 
later, we are inclined to become 
disgruntled with any increased cost 
anywhere, eventhough, intheaggregate, 
we are saving lots of money. 


For example, we know that Personalized 
Checks, either with or without account 
numbers or coded symbols, save 
rocessing time in banks, but we also 
cnoertharteranntemmnnmenend that 
the detail of ordering and auditing places 
an additional burden on bank people 
when compared with the relatively 
simple controls required when ordinary 
blank checks are used. Nevertheless, 
there is a substantial net saving and 
apparently more and more banks are 
weighing this saving objectively. 


Despite the fact that Personalized 
Checks save time and improve accuracy, 

























OR SWITCH IT? 


we still are of the opinion that they 
should be sold rather than given away 
free. So many banks now feel that this 
saving is great enough to warrant 
absorbing their additional cost, and we 
certainly would not take issue with this 
viewpoint except to point out that it is 
unnecessary. The cost of Personalized 
Checks to the individual customers is 
infinitesimal, but to the bank it bulks up 
large and represents important money. 
Checks which are sold cost the bank 
nothing, whereas check cost which is 
absorbed cuts into the saving resulting 
from more efficient processing. 


Judging from this year’s activity and 
from the plans now in the making, we 
anticipate that this coming year will 
explode the Personalized Check 
potential, and we are setting up our 
procedures to make it easier for us to 
produce and, more especially, to make 
it easier for banks to handle a large 
volume of these small orders. May we 
serve you in larger measure during this 
coming year, and remember . . . the 
checks you sell cost you nothing. 
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graph extended the bank’s ‘Christmas 
greetings and best wishes for the New 
Year.” 

A unique greeting was also used by 
the Harvard Trust Company as a follow- 
up in its “First in Cambridge, Massa- 
chusetts” ad series. The greeting was a 
folder, mailed with December customer 
statements, that told how the first Christ- 
mas tree in the United States was set 
up in about 1832 in the Cambridge home 
of Dr. Charles Follen. Dr. Follen at the 
time was professor of German at Har- 
vard University and his tree was the 
continuation of a custom he knew from 
his childhood in Germany. 

Many banks sponsor art contests 
among local artists and in art classes 
as a public relations project and for the 
purpose of selecting a prize-winning 
painting to be used as an original holi- 
day greeting card. Last year a winter 
scene called “Farm Chores” was used 
in its card by the American National 
Bank & Trust Company, Chicago. A 
painting of an unusual botanical garden 
in St. Louis Forest Park was used by 
the First National Bank in St. Louis 
(Missouri) last year, and this year the 
bank’s card will carry a painting by a 
local artist of the city’s ‘‘Old Christ 
Church Cathedral.” At White Plains, 
New York, the County Trust Company 
featured on one of its billboards a paint- 
ing produced in a high school art class 
contest. 

Dolls for orphans. In New York City, 
girl employees of the Federal Reserve 
Bank, The Chase National Bank, and 
the Bank of New York, designed and 
sewed dresses for 200 dolls that were 
given to the children of two orphanages 
in the city. 

Christmas contest. The Old Freeport 
(Pennsylvania) Bank held a “gift-giv- 
ing appreciation’? contest. Under the 
plan the bank gave chance tickets for 
each new Christmas savings club opened 
in a specified period, and on deposits 
made in savings, checking and certificate 
accounts. Substantial prizes were award- 
ed the lucky number holders in a draw- 
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...and anywhere in California! 


No red tape—no costly delays—when you use Bank of America’s state- 
wide system of 543 branches for the direct routing of collection and 
remittance items. Cash letters may be sent directly to any one of the 330 
California communities in which this bank is located and your account 
credited the same day they are received. This reduces float. It also means 
rejected items, returned directly by the branch, reach you days ahead of 
items traveling through usual channels. To inquire about this unique 
correspondent service, write Corporation and Bank Relations Depart- 
ment, Bank of America, 300 Montgomery Street, San Francisco or 660 
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For all your 


PITTSBURGH 
BANKING NEEDS 


Our close relationship with 
over 400 correspondent 
banks in Western Pennsyl- 
vania, Eastern Ohio and 
West Virginia enables us 
to furnish valuable data 
and arrange for financial 
services in this rich indus- A | 
trial area. Your inquiries 
will be welcomed. 


t 
PEOPLES FIRST 
NATIONAL [: 
BANK & TRUST COMPANY | 
Pittsburgh 30, Pa. 


Member Federal Deposit 
Insurance Corporation 
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ing that was held on December 31. 

Staff publications. The Fort Worth 
National Bank (Mr. Sass’ bank) was 
not the only one whose staff publication 
devoted special attention to the Joyous 
Season, in addition to other bank Christ- 
mas festivities. Two other special con- 
tributions in staff publications which 
came to the attention of Burroughs 
Clearing House were those of The Na- 
tional City Bank of New York, and the 
Society for Savings, Cleveland. A. story 
in The National City magazine told of 
the many interesting findings of a local 
businessman whose hobby is collecting 
Christmas legends. And in a similar vein, 
the Society’s publication ran a story 
“round-up” on Christmas customs now 
celebrated around the world. 

“Since many of our Society folk had 
either parents or grandparents who were 
immigrants to America,” wrote the edi- 
tor, “we believe all our personnel will 
be interested in reviewing these Christ- 
mas customs.” 
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Reeord Christmas Savings 


Unprecedented confidence in savings 
continues to be shown by the American 
people. This year $1,080,000,000 in 
Christmas Club checks will be mailed to 
12,200,000 savers. The 6,500 financial 
institutions that will make the disburse- 
ments expect a substantial part of the 
funds to be turned back into permanent 
accounts. 

The average account this year 
amounted to $88.52. Edward F. Dorset, 
president of Christmas Club, a Corpora- 
tion, said that the 1954 payoff is the 
largest in the Club’s history and repre- 
sents an increase over 1953 of $47 mil- 
lion and 460,000 more members. 

One-hundred-forty-seven of the clubs 
had savings in excess of $1,000,000 each. 
New York State, as in past years, led in 


Charts growing trend in post-war bank job evaluation programs 









































the record savings with 2,435,589 mem- 
bers and $225,038,347, followed by 
Pennsylvania with 1,837,654 members 
and $165,136,749. New Jersey was third 
with 1,132,146 members and $122,747,- 
606. 
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Bank Employment 
Conditions 


As the nation’s economy continues to 
be relieved from the abnormalcy caused 
by two recent wars, there are signs that 
the turnover of personnel is slackening 
and that employee availability is im- 
proving. 

One indication of this return to nor- 
maley in the employment situation is 
that the City National Bank & Trust 
Company, Kansas City, Missouri, re- 
cently employed the Edward N. Hay 
Associates, management consulting 
organization, to conduct a systematic 
survey and study of all positions in the 
bank to arrive at a fair and accurate 
rate of pay for each position. 

Studies are timely. ‘“‘We feel that it is 
desirable at this time,” said R. Crosby 
Kemper, president of City National, “to 
make such a study. Our bank has grown 
so rapidly and so many of our employees 
were hired during the abnormal days 
of war time that we find, in common with 
most banks and businesses, that we have 
a hodgepodge of wage scales, vague 
duties and inadequate situations.” 

The figures on Mr. Kemper’s bank 
bear him out. In 1948 the bank had $137 
million in deposits and in 1954 well over 
$210 million. The employee curve ranged 
from 125 in 1943, to 255 in 1947, and 415 
in 1954. 

Savings bank turnover. Further evi- 
dence of a changing trend in employee 
turnover-availability conditions lay in a 
recent report of the savings bank asso- 
ciation of New York State. The report 
showed that the rate of turnover 
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throughout the state had dropped from 
21 per cent in 1953 to 19 per cent as of 
September 1, 1954. At the same time, em- 
ployment in the state’s savings banks by 
September 1 had reached an all-time high 
of 11,316. According to R. H. Brownell, 
president of the Union Square Savings 
Bank, New York City, and chairman of 
the association’s employee relations com- 
mittee, 55 per cent of the savings bank 
employees in New. York have been with 
their banks for more than 5 years. 

Commercial bank survey. An interest- 
ing survey on the use of job evaluation 
programs by commercial banks was re- 
cently completed by the Business Re- 
search Corporation, a management con- 
sulting firm in Chicago, Illinois. The 
survey covered 107 banks in deposit-size 
groups of $250 million and up, $50—249 
million, and $15—49 million. Almost two- 
thirds of the banks reporting, the sur- 
vey disclosed, have a formal job evalua- 
tion program. Among other significant 
facts brought out were that 8 of the 67 
banks confine their evaluations only to 
rank-and-file salaried jobs, and that all 
but one of the 67 banks maintain the 
job evaluation program on a current 
basis. Copies of the Business Research 
survey report are available free by 
writing to the firm at 105 South La Salle 
Street, Chicago 3, Illinois. 

Employee _ relations booklet. Mean- 
while, through a clever little booklet pro- 
duced by the ver- 
satile educational 
foundation _ staff 
of the Pennsyl- 
vania Bankers 
Association,  su- 
pervisory person- 
nel in the state’s 
banks were being 
asked, “If you’re 
the boss .. . how 
do you. look to 
your staff?” The 
booklet points out 
that “good em- 
ployees and good 
bosses go to- 
gether and dis- 
cusses the fine 
points of treating 
employees fairly, 
teaching them 
carefully, giving For supervisors 
them time _ to 
learn, and showing appreciation for good 
work. Single copies at 15 cents, or quan- 
tity orders of this booklet may be had by 
writing to the association’s office at 17 
N. Front Street, Harrisburg, Pennsyl- 
vania. 
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Future Bank Management? 


According to a recent American Bank- 
er Association survey of 38 state super- 
vising agencies and Puerto Rico, Hawaii 
and national supervisors, the most glar- 
ing weakness today in bank management 
is the lack of successor management. 
This highlight of the survey was an- 
nounced by new A.B.A. President Homer 
J. Livingston in an address before the 
recent Iowa Bankers Association con- 
vention. Mr. Livingston is also president 
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COMMERCIAL AND 
SAVINGS BANKS 
CAN NOW 

HAVE ALL THEIR 
BLANKET BOND 
PROTECTION 

ON A 

DISCOVERY 
BASIS ! 





_..NO EXTRA PREMIUM! 


Recently, when bankers were offered 
the new Catastrophe Excess Protec- 
tion on a “discovery” basis, many 
of them asked to have that impor- 
tant feature also added to their 
present bonds. 


Our new plan does just that. For 
the first time, and at no extra charge, 
the “‘discovery” feature can be in- 
cluded in the primary protection. 


Call our nearest agent now and 
have him arrange this for you. If 
you don’t know his name write our 
Agency & Production Department 
—we’ll furnish it promptly. 


AMERICAN SURETY 


COMPANY 


100 Broadway * New York 5, N. Y. 


FIDELITY © SURETY ~* CASUALTY °* INLAND MARINE 


HOMEOWNERS ° 


ACCOUNTANTS LIABILITY ° AVIATION 
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INDUSTRIAL 
BANK 


OF JAPAN, LTD. 


ESTABLISHED 1902 
MARUNOUCHI, TOKYO, JAPAN 


























Now Avatlable— 


Collection and 
Letters of Credit 
Schedules for Peru 


Send for copies 


These schedules include valuable 
information on local customs and 
practices for correspondent banks, 
firms and individuals. Whenever 
you do business with Peru—collec- 
tions, letters of credit, any trans- 
action—call on this Bank. Staffed 
with experienced personnel, we 
operate 40 offices throughout Peru. 


BANCO INTERNACIONAL 
DEL PERU 


Head Office-Lima, Peru-Founded 1897 
S /.56,000,000. 


Capital and Reserves 
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Graphic breakdown of savings-loan assets by states 


of The First National Bank of Chicago, 
Illinois. 

The lack occurs most frequently, Mr. 
Livingston said, in banks of one-man 
control. Declared Mr. Livingston: ‘At 
times, the failure to develop responsibil- 
ity in supporting officers is deliberate, 
while in other instances the failure is 
caused by inability or unwillingness to 
solve this difficult problem.” 

Mr. Livingston went on to say that a 
part and parcel of the whole problem is 
a matter of compensating officers and 
staff personnel, and the difficulty of at- 
tracting able, alert young men with a 
view to training them for a banking 
career unless the remuneration is attrac- 
tive, and the responsibilities are chal- 
lenging. 

Over 92 per cent of the replies to the 
survey expressed the view that the suc- 
cessor management lack was the biggest 
flaw in present-day bank managements. 
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| Teletypewriters Now Link 


10 Philadelphia Banks 


Teletypewriter service, which has 
speeded communications between many 
other businesses as well as government 
offices for many years, now links 10 
leading Philadephia banks in a private 
line network. The installation makes 
possible immediate inter-communication 
of information on instalment credit and 
references. 

The system employs a 20-line switch- 
board and two sending and receiving 
teletypewriters at a central bureau, 
inter-connected to 17 other sets located 
in the banks. 

Participating in the service are the 
following banks: Broad Street Trust, 
Central-Penn National, First National, 
Fidelity-Philadelphia Trust. Girard Trust 
Corn Exchange, Liberty Real Estate 
Bank & Trust, Pennsylvania Com- 





pany for Banking & Trusts, Philadel- 
phia National, Provident Trust, and 
Tradesmen’s Land Title Bank & Trust. 

To develop the system, a committee 
representing the 10 banks worked with 
the Bell Telephone Company. The com- 
mittee was responsible for establishing 
the methods and forms that are used in 
the teletypewriter service. The equip- 
ment was furnished by the telephone 
company, which will maintain it and 
which will also provide training for bank 


personnel operating the service. 


Sd ° ° 


Geographic Distribution 
of Savings-Loan Assets 


What is the distribution by states of 
the assets of the rapid-growing savings 
and loan industry? This question is 
answered by a map chart in a new four- 
page publication, entitled “More Money 
for More Homes,” recently introduced 
to its members by the United States 
Savings and Loan League. 

The map, reproduced above, shows 
that two states, Ohio and California, 
now have savings and loan assets in 
excess of $3 billion, and that Illinois 
and New York have passed $2 billion. 

The story argues that, for the most 
part, in areas where savings and loan 
institutions are not very strong, the 
supply of home mortgage credit is tight 
and varies with the ability of lenders to 
sell mortgages to out-of-state investors. 
When these out-of-state investors curtail 
their participation in the mortgage 
market, the story continues, as happened 
in 1952 and 1953, the under-capitalized 
areas suffer acutely. 

The League recommends a “shoring 
up” of the savings-loan business in the 
under-developed areas and in the coun- 
try as a whole to make a larger supply 
of home mortgage credit available locally, 
and to enable the associations in large 
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Midwest and Eastern cities to divert a 
portion of their funds into the under- 
capitalized areas. 

Another story in the League’s new 
publication reveals that the total of all 
mortgage indebtedness on one-to-four- 
family non-farm homes advanced from 
$17,835 millions in 1943 to $65,909 mil- 
lions in 1953. In the same period, the 
savings-loan industry’s participation in 
these loans had advanced from 24.4 to 
32.2 per cent. 
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A Bank’s Playground 


“Let’s go over to the bank’s play- 
ground!” This statement by some boy or 
girl is heard every day now in the neigh- 
borhood of the Northwestern Bank, St. 
Louis, Missouri. 

Northwestern had a 60x120 foot park- 
ing lot that was little used in the after- 
noon after both school and banking 
hours. At the same time there were a 
lot of kids who both needed and deserved 
to be off the streets. 

So! The bank resurfaced the lot, in- 
stalled athletic equipment for basketball, 
baseball, volleyball and other games, 
and put in night lighting. Then the bank 
turned it over to Grace Hill House, a 
Community Chest agency, for use as a 
playground for neighborhood children. 
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Thruway Bonds as 
Investments 


Recently the subject of thruway bonds 
as investments came up for discussion at 
an investment seminar of the New York 
State Bankers Association. 

A note of caution was sounded for 
banks by Neil G. Greensides, supervising 
examiner of the Federal Deposit Insur- 
ance Corporation, who declared that 
each revenue issue on new thruways 
should be carefully studied on its merits. 
“Just because certain bonds are either 
beautifully protected in some way or an- 
other,” he said, “is no sign that many 
other of these projects are equally suit- 
able for banks.” Mr. Greensides went on 
to say that the F.D.I.C. felt at times that 
some of the bonds were bought on faith 
and hope, rather than upon any real 
analysis of what might be in prospect 
for the success of the issue. 

Speaking on the permissibility of 
banks investing in the thruway bonds, 
Frank W. Krippel, chief national bank 
examiner, Second Federal Reserve Dis- 
trict, said that in order to comply with 
the investment security regulation, there 
must be a record of earnings on the 
revenue bonds. A number of the bonds 
that have come out in various states, he 
added, have been classified as illegal. 

The New York Thruway bonds are 
legal, Mr. Krippel pointed out; however, 
they are also different in that while 


‘there was no record of earnings, there 


were other elements as good or better 
from the investment standpoint. Said 
Mr. Krippel: “We have got or will have 
$500 million of capital, which is repre- 
sented by bonds that are guaranteed by 
the state, and a $500 million first mort- 
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gage on the income. These elements are 
sufficient to indicate that the New York 
bonds are not predominantly specula- 
tive.” 

“IT am glad to see,” said D. Russell 
Chamberlain, vice-president, Central 
Trust Company, Rochester, New York, 
“that the examiners are judging these 
turnpike and revenue bonds ‘on their 
respective merits and not on some 
straight-jacket formula basis such as 
proven earnings before you can buy 
them.” 

Mr. Chamberlain went on to say that 
the New York thruways were issued a 
few months ago on a little better than a 
3 per cent basis. Although they went up 
some immediately, they were still avail- 
able on a 83 per cent basis for several 
days. On that basis they gave a taxable 
equivalent yield to a bank of better than 


6 per cent, with half a billion dollars of 
New York State money to be subordi- 
nated. 

“It seems to me,” concluded Mr, 
Chamberlain, “that if an allocation of 
assets at that time showed such an in- 
vestment could be put in the bank’s 
portfolio, they would certainly be a suit- 
able purchase. This is true also for the 
trust department, and even for fiduciary 
accounts that don’t require very much 
tax exemption, because on that yield 
basis they are certainly in competition 
with the very best corporates.” 
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**Dear Foolish Thief"? 


A recent newspaper advertisement of 
the Northfield Savings and Loan Associa- 
tion, Staten Island, New York, proves, 
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more or less, that with the right ap- 
proach even an untoward event can be 
capitalized upon for advertising. 








Now — BETTER Vault 
Steps at LOW PRICES 


CARD Sturdi-Lite 


ALUMINUM—Tubular Frame con- 
struction—STRONG and RIGID, 
yet Surprisingly Light. They make 
upper boxes more rentable. 


Always Bright, Neat Looking—no up- 
keep cost. Rubber feet prevent slipping. 
NON-SKID Rubber Treads on One- 
piece Cast Aluminum steps. 10” between 
steps in both models. Top step 934”x16”, 
Lower steps 9”x14”, 


2-STEP MODEL—No. 202 
20” high, 17” wide, 
1814” long. Price $95.00 
F.O.B. Detroit, Mich. 
3-STEP MODEL—No. 303 
30” high, 17” wide, 26” 
long. Price F. O. B. $37.50 
Detroit, Mich .. . 
(with casters add $5.50) 
3-, 4-, 5- and 6- STEP SAFETY LADDERS 
now available, 10 day shipment. 
Write for details or send order to 


D. R. CARD CO. 


830 Merchandise Bidg. 
MINNEAPOLIS 3, MINN. 
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The ad was headlined “‘An open letter 
to a foolish thief who broke into our 
office Monday night!’ 

“Dear Foolish Thief:” said the letter, 
“Surely you didn’t expect to find North- 
field’s money just lying around waiting 
for you to steal—that money is well 
taken care of and, on top of that, in- 
sured. 

“But you did steal from me personally 
600 pennies my children gave me to de- 
posit to their accounts and which I had 
neglected to do—you also stole a $5.00 
gold piece and 7 Indian pennies I had 
put aside as curios I thought my children 
would someday be interested in having. 

“The money itself doesn’t amount to a 
great deal and the insurance company 
will repay me my loss. But think of what 
your loss will be when you are caught— 
it will be your freedom, reputation and 
future. 

“So tell me Mr. Thief, wouldn’t it be 
far wiser when you need money, to draw 
it out of an established savings account 
rather than to steal it? Think it over— 
it’s a lot easier, safer and, above all— 


| honest.”’ 


The letter in the ad was signed, ‘‘Sin- 


| cerely yours”, by John Haklik, secre- 


tary-treasurer. 
+ * * 


“Ghosts”? of Downtown 
Bank Branches? 


Will the modern trend toward subur- 
ban living and suburban shopping cen- 
ters make “ghost towns” of the down- 
town metropolitan trade centers and, 
consequently, “ghosts” of the banks? 

The Industrial National Bank of De- 
troit, Michigan, doesn’t think so, as evi- 
denced by its enlarged and modernized 
seven-story Washington Boulevard of- 
fice which was recently opened. 

“It is our feeling,” said A. G. Ropp, 
bank president, “that the development 
of outlying shopping centers will not 
prevent continued growth of a vital and 
thriving downtown Detroit, from the 
long-range standpoint. Mr. Ropp said the 
bank’s attitude was based upon the St. 
Lawrence Waterway development, im- 
proved transportation, development of a 
modern civic center, court approval of 








municipal parking, and other things 
planned for the city. 

The new office of Industrial National 
features street-floor banking, sixteen 
tellers’ windows, ultra-modern illumina- 
tion, and a special community room con- 
taining 4,000 square feet of space. Any 
group, large or small, can make reserva- 
tions for the use of the community room 
at no charge. The area is completely 
carpeted and can be divided into as 
many as five separate rooms. 
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Arithmetic Teaching Project 
An Unprecedented Success 

A year ago two financial institutions 
in Milwaukee, Wisconsin—Marshall & 
Illsley Bank and The Northwestern Mu- 
tual Life Insurance Company—cooper- 
ated with seven public and parochial 
schools in conducting a _ revolutionary 
method for teaching arithmentic. The 
new method involved the use of a spe- 
cially designed teaching abacus and “in- 
structor” adding machines (Burroughs 
Clearing House, June, 1954). 

Now has come word from Dr. William 
M. Shanner, director of professional 
services at the California Test Bureau, 
that the results achieved the first year 
through the new teaching method and 
tools were “astonishing.” Dr. Shanner 
reported that the Milwaukee project 
was sound and represented a “very fine 
example of good scientific research work.” 

From the California Bureau’s findings, 
which showed high average gains in 
achievement by students in all grades, 
one through ten, it was concluded that 
the students had grown to like mathe- 
matics, and for the first time in their 
school career, in many cases, were will- 
ing to work at arithmetic. Teachers also 
reported that their jobs had become less 
tedious and more interesting. The new 
method, the teachers said, helped them 
understand diagnostic, remedial and 
evaluative processes in arithmetic, as 
well as the motivation of the student. 

Behind the now successful arithmetic 
experiment lay a period of three years 
of exploratory work by Dr. Andrew F. 
Schott, lecturer in the School of Business 
Administration at Marquette University. 


Larger downtown office shows bank’s faith in city’s future 


Washington Boulevard office, Industrial National Bank of Detroit 
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A NEW METHOD FOR THE 
TEACHING OF ARITHMETIC 


under the 

direction of 
Andrew F. Schott, Ph.O. 
Marquette University 











New booklet reports on . 
first-year results 


Dr. Schott developed the method and hit 
upon the idea of a re-designed abacus. 
Dr. Schott had proceeded in his work 
with the knowledge that one of the 
biggest problems in the usual teaching of 
arithmetic was just keeping the atten- 
tion of students. He had long before 
observed that a teacher was lucky if 
she could hold the undivided attention 
of the students for as much as half an 
hour on arithmetic. 

“But by letting them work with adding 
machines,” he reported, “they never get 
tired. They can feel and see the num- 
bers and arithmetic actually becomes 
fun for them. Now we can keep them at 
it for hours.” 

A summary of first-year results of 
the program of the new arithmetic 
method was recently prepared by Dr. 
Schott. Copies of this report may be 
obtained without cost by writing to T. M. 
Carroll, Education Division, Burroughs 
Corporation, Detroit 32, Michigan. 
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Flood Loans 

After the recent flash flood in Chicago 
which caused damage of millions of dol- 
lars, at least one bank there, the LaSalle 
National, came forward immediately 


with an offer of financial assistance to | 


property owners. 

The bank ran advertisements in sev- 
eral metropolitan and foreign language 
daily newspapers offering loans to fi- 
nance repairs to residential and business 
property. The ads met with widespread 
response and many flood victims took 
advantage of the offer. 
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Saturday Closings 

A recent survey of 551 New York 
State commercial banks disclosed that 
between June, 1948 and August, 1954, the 
number of banks that close on Saturdays 
the year round had grown from 72 to 
85.3 per cent. The number of banks 
that have summer closings only dimin- 
ished from 47 to 22, and the number not 
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Competition is keen when the nation’s top 
skiers meet at Utah’s famed winter 
resorts. It takes skill to bring home trophies. 
A parallel to the skier is the bank 
which achieves record gains. Over 45 years’ 
experience and enterprise have made 
Continental Bank a consistent pace-setter. 
Our staff is skilled in modern finance 
— informed on developments in agriculture, 
livestock and industry in the 
territory we serve. When you have business 
in the Intermountain West, ask us: 
What Can We Do For You? 







The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 





—where banking is everybody’s business 


Member Federal Reserve System @ Member Federal Deposit Insurance Corporation 
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closing at all, from 121 to 59. 
The survey, which was made by the 
state bankers association, also illustrated 
further the decline in the number of 
unit commercial banks in New York. 
In 1949 when the first 100 per cent 
study was made, there were 624 report- 
ing banks. In the five-year time lapse, 
73 institutions had either merged or 
consolidated with other institutions. 
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Meanwhile, the Second National Bank 
of Houston, Texas, has launched a plan 
which enables the staff to have two “off 
days” per month. The bank reports the 
plan has enjoyed smooth operations dur- 
ing the initial trial period. A majority 
of the personnel has been off on alter- 
nate Saturdays, while others have fol- 
lowed a staggered system of “off days.” 





























Cartoon tips on business prospects from a bank house organ 


Success of the plan the first month was 
attributed to the cooperation of the staff 
in filling in wherever needed, and the 
additional work hours accumulated dur- 
ing the week. 





Coast states. 





SAN FRANCISCO - 


MARTINEZ - 


West Coast coverage 
with one bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this ninety year old bank 
is long-established in its area—thoroughly acquainted with area 
needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OFCALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


PORTLAND + SEATTLE + TACOMA 


Member Federal Deposit Insurance Corporation 











WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 
A Job To Do 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The “National Shawmut Bank , > 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 











The installation of the “off day” plan 
resulted from the studies and recom- 
mendations of the bank’s operations 
committee. The committee was set up 
six months ago as the outgrowth of a 
recommendation of the Industrial Rela- 
tions Counselors, Inc., which made a 
survey of the bank’s operations in 1953. 
The first undertaking of the operations 
committee is to determine and define 
bank policy, especially as related to 
personnel, and make recommendations 
accordingly. Another activity will be 
the preparation of a manual incorporat- 
ing these policies. 
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Recognize These People? 


Included in a house paper story on 


| how to pile up points in a new business 


contest, some employee-writer for the 
First National Bank of Shreveport, 
Louisiana, gave these illustrated tips on 
recognizing “prospects.” 

Check writer. Look over your family 
or friends for this solid citizen. Probably 
a family man whose wife controls the 
purse strings. Could be a professional 
or a merchant you know. 

Saver. Newlyweds and maidenly aunts 
are good starting points. Could be your 
favorite club. or church organization. 
Observe conservative penny watchers. 

Trustees. Refer grandfathers, rich 
uncles and VIP’s over 50 to Messrs. 
Phelps and Jordan. A capitalist or prop- 
erty owner are prime prospects. 

Borrower. Young moderns who want 
to use while they pay for modern things 
for modern living may make model cus- 
tomers. Look for couple with that new 


| home look or the yen to sport a new or 
| used car. 


Windfallers. If someone you know 
suddenly inherits more than $1,000, or 
if you charm your favorite business 
friend into increasing his First National 
account by $1,000, then you increase your 
prize potential by two points for every 
$10 of increased balance, based on a 60- 
day average. 
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Children’s Savings 

A new educational film for teaching 
thrift and savings in the elementary 
grades has been produced by the Ameri- 
can Bankers Association and will be 
ready for distribution this month. The 
new film marks the sixth produced by 
the A.B.A.’s public relations council, but 
the first one for use in the lower grades. 


Burroughs Clearing House 
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The five previous films were designed for 
teaching at the junior and senior high 
levels. The A.B.A. recently reported that 
there are now 4,000 prints of the pre- 
vious films in use by high schools in over 
1,500 cities and towns. 

The new film is entitled, ““A Bone For 
Spotty,” and involves a series of real-life 
situations that result when Spotty buries 
a bone. As the story unfolds, 5-year-old 
Barbara learns from her older brother 
and from her father why and how to use 
a bank for saving money. 

“A Bone For Spotty” was produced in 
Hollywood, following banker-teacher 
surveys. It is a 16 mm, black-and-white, 
sound film and runs for about 10 min- 
utes. Included with each print is a teach- 
er’s guide and 12 specific suggestions for 
integrating the subject of the film into 
the school program, Complete informa- 
tion on the new film may be obtained by 
writing to the A.B.A. public relations 
council at 12 East 36th Street, New 
York 16, N. Y. 
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As an example of the savings gains 
made by students in one state, the First 
National Bank of Nevada, Reno, recent- 
ly reported that its 1954 school savings 
program had far exceeded all expecta- 
tions. At the beginning of the 1954-55 
semester, some 3,000 additional school 
children in Nevada opened new accounts. 
To date, there are 16,415 school children 
in Nevada with bank accounts totaling 
$419,000, resulting from a _ statewide 
plan introduced by the First National in 
1949 to teach thrift to the students. 

“To the teachers and school authori- 
ties not only of Nevada, but in the whole 
country, must go a large part of the 
credit for the all-time high savings of 
school children,” said E. J. Questa, pres- 
ident’ of First National. “For it is the 
close cooperation of the teachers and the 
hours spent by them with the children 
at a time when life-long habits are being 
established that have made the savings 
records possible. Their contribution to 
the character and personality of future 
citizens cannot be over-emphasized.” 
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The photo below is a real-life counter- 
part to similar scenes in the new A.B.A. 
film, “A Bone for Spotty.” When the new 
Midland Branch of the Portland (Ore- 


Junior Miss is served 
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gon) Trust Bank was opened recently, 
the bank took full advantage for publicity 
purposes of the strong appeal of children. 
The photo shows a youngster “driving 
up” to the drive-in window to deposit 
money from her jumbo-size piggy bank, 
while her two brothers were opening ac- 
counts inside the new bank. 
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**Home of the Bellis” 


Carillon bells, 86 of them, pealing out 
from atop the Baltimore (Maryland) 
Federal Savings and Loan Association 
will refreshen the spirit of thousands 
of Baltimoreans during the coming 
Christmas celebrations. The bells are 
electronic and will match identically each 
tone of the 18th century village carillonic 


bells which daily delighted the people of | 


Europe’s Low Countries. 


Baltimore Federal installed the bells | 


about six months ago and since then 
has played them a few moments each 
day. “Our purpose in installing them,” 
said Henry P. Irr, association president, 
“was in a further effort to keep fresh 
a public pride in Maryland’s page of 
early American history. They are a 
beneficial civic investment when we con- 
sider they cause intense, business- 
minded Baltimoreans to pause to absorb 
a little of the calm and serenity of spirit 
which is the age old gift of the beautiful 
music of the bells.” 

Immediate public response. A warm 
public response was given to the bells 


immediately. Within a day or two all | 


the city’s radio and television stations 
told the “story of the bells.” Glowing 
editorials and articles appeared in the 
metropolitan newspapers and in the 
Catholic Review, the Jewish Times and 
several local magazines. 

Now each day the association receives 
requests by mail or telephone suggesting 
certain musical selections to be added to 
the daily two-minute recitals at nine, 
noon and five. Passersby frequently 
stop in to request that the bells be 
played longer, but most of these requests 
have been met by giving occasional 
half-hour recitals during non-business 
hours. Two of the half-hour concerts 
were held on Sunday afternoon while 
thousands lined the sidewalks around 
the association building and filled the 
benches in a nearby park. 

A “natural” advertising tie-in. In addi- 
tion to the public relations value, Balti- 
more Federal has benefited from the 
“tie-in” of the bells in all its advertising. 
The association has come to be known 
as the “Home of the Carillon” and bell 
music is used as introductory and clos- 
ing identifications on all radio tran- 
scriptions. “In fact,” says William C. 
Ebaugh, vice-president and treasurer, 
“our entire program of publicity, adver- 
tising and public relations receives in- 
jections of new life and meaning three 
times each day when the music floats 
across the downtown area surrounding 
our building.” 

During Christmas this year, a lead- 
ing bell-master, Dr. James Allan Dash, 
will play carols and Christmas favorites 
for several additional minutes each day 
for two weeks. 
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FAST! Drastically reduce the 
number of operations and rec. 
ord handling. 


1 

| 

| 

! 

| 

| 

! ACCURATE! Posting errors 
j are reduced, and charges to 
i the wrong account are virtu- 
| ally eliminated. 
| CUSTOMER APPROVED! 

| Banks using this system re- 
| 

| 

| 

| 

| 

! 

| 

| 

| 

| 

1 

| 
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port customer approval of the 
plan and the services which 
it renders. 


SIMPLE! Easier for book- 
keepers, and others involved 
to understand and use. 


PROFITABLE! Savings in 
space and personnel results 


in a profitable operation with 
Post-To-Check usage. 





























CEDAR RAPIDS, IOWA 



















DESCRIPTIVE 
LITERATURE 
NOW 
=== AVAILABLE 


FREE COPY TODAY! 


25 































































Pictorial Roundup On Bank Construction & Modernization 


Exterior views of bank quarters design from all parts of the country 
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Portland, Ore. Redwood siding with brick trim and huge Jeffersonville, Ind. Beyond an all-new facade can be 

windows are featured in the bold architectural styling of glimpsed the gleaming new interior of the recently re- 

the new Midland Branch of The Portland Trust Bank. modeled Clark County State Bank. The “landmark” clock 
The interior is finished in bleached oak has a new face; its chimes are the old familiar ones 
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Portland, Me. This new branch of the National Bank of Aviston, Ill. Neat and trim are the lines of the new quarters 

Commerce in South Portland is colonial styled with red of the State Bank of Aviston. The front is nearly alli glass 

brick and white trim. The interior is finished in knotty and is framed by limestone corners and flower boxes. The 
pine and fern green colors bank has year-round air conditioning 
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Anniston, Ala. Among many interesting features in the Anniston 

National Bank’s new quarters is the solar blind with vertical 

blades that revolve 180° either automatically from a “light 
thermostat,” or manually 











Bank Building Corp. of America 


Hanoverton, Ohio. This gleaming, colonial struc- — 

ture is the new Hanoverton Branch of The Farm- ssi 

ers National Bank, Salem, Ohio. Inside are fea- Granite Quarry, N.C. The distinctive facade of the new Farmers 
tured blue leather furniture, blue carpeting and & Merchants Bank is made of brick, concrete, steel and glass. 
saw-tooth tellers’ counter in walnut. A lobby high- The windows at the side are aluminum framed and covered by 
light is a large mural depicting a local water scene louver screens 
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Bally, Pa. The modern design of straight lines in the new branch of The 
National Bank of Boyerstown, Pennsylvania, is broken with a tower effect 
over the doorway and a generous use of glass to combine beauty and sim- 
plicity. The pylon base is of green carrara glass 











La Verne, Cal. Attractively adapted to its palm-tree setting are the modern 
new brick and stone quarters of the First National Bank of La Verne. Interior 
features are birch counters, cork and tile floor and acoustical tile ceilings 
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Endicott, N.Y. The newly modernized 
front of The Endicott National Bank 
is block iridescent granite relieved by 
extruded aluminum to the first floor, 
and above the facade is of gray car- 
rara glass. The marquee and bank 





sign are aluminum. The windows are 

of the jalousie type. The entire front 

of the building is floodlighted for 
illumination at night. 


Spring Lake, Mich. The modern new quarters of the Spring Lake State Bank 

are made distinctive by the bank sign that frames the facade at the top and 

by stone flower boxes below. A unique feature inside is a leather floor around 
the officers’ desks 
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¥ . Bank Building Corp. of America 
Butler, Wise. Modern contemporary design describes this new branch 


of The Waukesha (Wisconsin) National Bank. The five large front 
windows are framed in steel with a stucco base and canopy. The 
balance of the front is of porcelainized steel panels 





























Huntington, Ind. Massive areas of Texas lime- 

stone contrast with the rainbow granite base 

and green tinted thermopane glass on the ex- 

terior of the newly remodeled and expanded 

First National Bank. The complete moderniza- 
tion program took two years 


El Cajon, Cal. Early American architecture is exemplified in this new 

branch of the United States National Bank of San Diego. Philippine 

mahogany is used in the interior fixturing and the entire banking 
area is carpeted 
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All Night Bank: A Popular New Development in Customer Service 


Valley State, Salt Lake City,- Utah, provides a convenient, well-lighted 
and well-equipped branch facility that is open for deposits 24 hours a day 












































Highland Drive branch, Valley State Bank, Salt Lake City, Utah 











































The night facility is attached to but not connected with the lobby 


Commercial accounts especially find the night bank helpful 








There has been an unusual degree of 
activity in and comment on the new night 
depository facility opened recently by 
the Valley State Bank, Salt Lake City, 
Utah, as a part of its new Highland 
Drive branch. Commercial accounts par- 
ticularly are finding the service valuable. 

The night bank is a glassed-in room 
built on the front of the branch and not 
connected in any way with the main 
banking room. The night depository and 
a letter depository are, of course, con- 
tained within the confines of the “night 
bank.” The branch is on one of the main 
roads leading into Salt Lake City and 
serves a heavily populated area. 

Service result of experiment. W. E. 
Myrick, executive vice-president, who 
conceived the idea, said that when the 
bank’s State Street office was opened 
some time ago, the bank management dis- 
covered through experimenting with dif- 
ferent types of counters and lobby fur- 
nishings for the use of customers, that 
the customers preferred to sit down to 
make out deposit slips, withdrawal 
orders and other memoranda. It was 
then, Mr. Myrick said, that the bank 
decided to add a small room to the High- 
land Drive branch then being planned, 
a room with a separate entrance open 
to the public 24 hours a day and with 
sufficient space for counters and desks, 
letter and night depositories. 

In the new night bank the customers 
find no tellers or other bank personnel. 
They do find bank-posted instructions 
for leaving a deposit to open a new 
account; for the mailing of signature 
cards; for the depositing of loan pay- 
ments, as well as deposits to commercial 
and savings accounts. 

Service limited to deposit payments. 
Checkbooks are not available, in the 
night bank, nor has the Valley State 
distributed blank checks to service sta- 
tions, stores or other places of business 
for the convenience of customers. The 
checkbooks are only distributed to de- 
positors upon their request at the bank 
during regular hours, or through the 
mail. The only supplies on hand in the 
night bank are the forms needed to make 
deposits and open accounts, and envel- 
opes for note payments. 

Still an experiment. Well aware that 
the night bank may not be a continuing 
success, the bank to date has regarded it 
as strictly an experiment. The space was 
so designed that it can be eliminated 
without impairing the design or appear- 
ance of the building. 

The new branch to which the night 
bank is attached is a modern structure 
of low lines, built of brick and with 
wide glass areas. It has a drive-in win- 
dow and an adjacent black-top parking 
area will accommodate more than 100 
automobiles. A large “contemporary” 
sign in front of the bank identifies it in 
a rather striking fashion. 
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HUSBAND GONE... : 


thank heaven the bank saved my home 


How many wives of your mortgage customers will be able 
to say that about your bank? Will far too many 
lose their homes as well as their husbands? 


Today Federal Mortgage Redemption Insurance lets you offer 
your customers protection against such tragedy at very low cost. 


Progressive banks throughout the country have proven the 
strong customer appeal of Federal’s unique insurance plan. These 
banks appreciate its simplicity—its lack of costly bookkeeping. 
You see it’s a plan designed by bankers for bankers from 

almost 50 years of experience in the personal protection field. 
Why not make it a part of your community relations program? 


Simply write us for Federal’s Mortgage Redemption Plan 
Portfolio today. 


COMPLETE CREDIT LIFE AND DISABILITY PLANS ALSO 
AVAILABLE FOR YOUR INSTALLMENT LOAN DEPARTMENT. 


Federal Offers You: 


A Custom Designed Plan based on careful study of 
your operations * Proven Customer Appeal « Simplified 
Streamlined Procedure « Complete Flexibility including 
Health and Accident coverage * Prompt Service + All 
Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for rea- 
sons why Federal enjoys their 
unqualified recommendation. 


PERSONAL PROTECTION 
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Chicago’s Midway Airport—World’s busiest 


One plane landing or leaving every 86 
seconds, or 1,000 planes a day—that’s the 
traffic at Midway Airport, the hub of 
aviation for the United States. In fact, 
according to the Civil Aeronautics Admin- 
istration, Midway is the busiest air harbor 
in the world. 

It’s an exceptional Chicago business that 
doesn’t have men traveling—or goods 


being shipped in or out—by air. This 


tempo is indicative of Chicago’s industrial 
activity and the remarkable progress of 
the city. 

The Continental Illinois Bank has had 
an active part in the growth of Chicago 
industry and transportation, and its help- 
fulness is greater today than ever before. 

You, too, are invited to call on us at any 
time. We'll be glad to share our experi- 


ence with you. 


Continental ‘Illinois National Bank 
and Trust Company of Chicago 
La Salle, Jackson, Clark and Quincy Streets 


LOCK BOX<=H, CHICAGO 90, ILLINOIS 
Member Federal Deposit Insurance Corporation 
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Two-Year Record of Deposit Growth, 
First National Bank of Englewood 


























In just 24 months, the bank deposits have jumped approximately 45 per cent 


EXAMPLE OF THE POSSIBILITIES 





Promoting SUBURBAN BANKING 


How a new management capitalized on area growth, with 
a fast-moving program of merchandising, public relations 


By 
DON CARNEY 


President, The First National Bank of 
Englewood, Englewood, Colorado 


ALL it “too much fanfare” if you 
€ want but the aroma of the rose 

by any other name seems just as 
good coming from the net profit figure 
on the earnings report. An aggressive 
business promotion program can in- 
crease deposits and earnings for a 
suburban bank as it did for the First 
National Bank of Englewood in the 
Denver metropolitan area. 

Our bank was established in 1910 
and went along on a minimum basis 
for over 40 years, as a typical sub- 
urban bank. During the latter part 
of that period, however, Englewood 
started growing very rapidly as much 
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Typically heavy lobby traffic 


of the population trend outward from 
Denver took place south and southeast 
of the city. Our bank was not keeping 
pace with the growth of the area’s re- 
sources. 

In 1952, the bank’s board of direc- 
tors under the chairmanship of J. 
Kernan Weckbaugh, a resident of the 
community with varied financial inter- 
ests in Denver, effected some major 
personnel and policy changes. The re- 
sults have been very favorable. 

Deposits have jumped from $10,- 
641,632 to $16,224,184 in a two-year 
period. Improved earnings are re- 
flected in a $200,000 increase in the 
capital accounts, plus the introduction 
of an accrual system that established 
substantial reserves and a deferred in- 
come account of over $100,000 during 
this period. Some 3,000 new checking 
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President Carney, Chairman Weckbaugh, 


help observe town’s Golden Jubilee 
celebration 








Vice-President J. L. Garvin honors resi- 
dent for outstanding community service 


Local good-will is one key to growth 


account customers have been added, 
and our installment credit business 
has grown- from zero to the point 
where we now have 3,125 such loans. 
The bank had a staff of 52 people 
in 1952. Currently, about the same size 
staff (55) handles approximately 60 
per cent more deposit volume. Con- 
tributing to this improved efficiency is 
a broad increase in the salary base 
throughout the organization, plus a 
liberal bonus arrangement and the 
special effort management makes to 
insure that each employee has a re- 
sponsibility to the bank’s customers 
to provide the best possible service. 


SUBURBAN bank that does not 
have large industrial or corporate 
accounts to maintain growth with the 
general economy must beam its efforts 
at attracting and being useful to as 
many local residents as possible. It 
must offer the widest feasible range of 
services, and pay particular attention 
to the cultivation of community good- 
will. In our promotional and public 
relations activities, we have had these 
basic objectives always in mind. 
While we utilize an advertising 
agency, and seek its advice and counsel, 
it is used largely to do the necessary 
“pick and shovel” work. We believe it 
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is the banker who has to have the pub- 
lic relations viewpoint and spark the 
original ideas, because he knows the 
business best, and should have the 
clearest conception of what attracts 
customers. 

In our opinion, banks have worn the 
word “friendly” to death, and we have 
spent considerable time trying to 
figure out how to convey the idea in 
other ways. We feel that personal 
service is the keynote. We don’t think 
the customer wants us to “lick his 
hand” when he enters the bank, but 
he does appreciate the best possible 
service we can give him, rendered in a 
pleasant way. 

Some of the bank’s promotion is 
highly personalized, since this ap- 
proach is especially effective in a sub- 
urban area. One of our most effective 
efforts along this line was a weekly TV 
program, in which we introduced the 
various employees of the bank having 
contact with the public, giving brief 
biographical sketches of their careers. 
Customers came to feel that they knew 
staff members personally, and learned 
whom they should see when they came 
to the bank for specific services. Many 
local residents got into the habit of 
tuning in to learn who would be fea- 
tured, and then made it a point to come 
to the bank and comment on the pro- 
gram. 

The personalized approach has also 
been used in our newspaper, radio and 
direct mail promotion. For instance, 
we have an unusually strong and well- 
known board of directors for a small 
bank and have emphasized that their 
combined wealth of experience and 
judgment is devoted to the financial 
welfare of the bank’s customers. 

One very helpful new business aid 
has been the complete packet of pro- 


motional folders we have developed, 
covering the various primary services 
the bank offers. Enclosed in a single 
envelope container (just like the air- 
lines flight packet from which we got 
the idea), the promotional material is 
distributed by the Welcome Wagon 
hostess, along with an introductory 
$2 check applicable on any bank 
charge. The packet also comes in handy 
when individuals come in to open ac- 
counts. We now have three staff mem- 
bers trained to open accounts and try 
not to keep anyone waiting, but some- 
times this is unavoidable. In such 
cases, we give the folder packets to 
those waiting, not only as a way to 
pass the time and to promote our 
services, but also because we have 
found that the material in the folders 
answers some of the questions in the 
minds of prospective customers and 
this helps to speed the subsequent 
interviews with our new accounts peo- 
ple. Actually the folder is a group of 
“statement stuffers” on the value of 
bank savings accounts, Thrifti-Check 
accounts, auto loans, home improve- 
ment loans, safe-deposit boxes, our 
Friday night banking hours, etc. 


E are great believers in direct 

mail advertising for suburban 
banks. Some use of other media is nec- 
essary to supplement direct mail ad- 
vertising but a bank in our situation is 
paying for excess coverage. In direct 
mail, there is the advantage of a more 
exact pinpointing of the area in which 
the bank operates. The big problem is 
to develop promotional pieces that will 
be read and we try to use first class 
mail where we reasonably can for the 
personal approach. Bulk mail ad- 
dressed “Householder” or “Occupant” 
is becoming more and more annoying 


New business is necessitating move to much bigger quarters 


From left: Cashier A. W. Smith, President Carney and Board Chairman 
J. Kernan Weckbaugh check a feature of new building 
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The bank’s advertising budget 
is well above the average 


to most recipients, it appears. 

We spend more money on promotion 
than most banks our size but we think 
it is justified so long as our earnings 
and deposits continue to increase. 


N addition to greatly stepping up 

the bank’s straight promotional ac- 
tivities, we have also initiated many 
projects coming under the head of 
community public relations. 

One idea has been to present a small 
brass plaque periodically to some 
Englewood resident for outstanding 
community service. At the same time, 
we give the recipient a U.S. savings 
bond, along with a documentary port- 
folio with the individual’s name im- 
printed thereon and a citation for the 
service performed. We then attach the 
small name plates to a large plaque 
that hangs in our lobby so that all may 
see who has been honored. 

Another good-will measure has been 
to feature a green and white scenic 
check, showing Colorado’s pine-cov- 
ered foothills and a snow-covered 
mountain range reminiscent of our 
local horizon. With thousands of our 
checks circulating constantly, we feel 
it is an advertisement for us to have 
a distinctive check. We give all new 
customers 200 of these checks im- 
printed with their names and ad- 
dresses as a starting gift. 

We like to jump in on special proj- 
ects, such as Englewood’s_ recent 
“Golden Jubilee” anniversary, and be- 
come prominently identified with them. 

When the new high school was built, 
we gave the student body a large 
American flag for the field house and 
smaller flags for the classrooms. 

As further evidence of community 
support, our bank was the first in the 
Denver area to provide a complete 
banking service on Friday nights from 
6 to 8. Englewood merchants had been 
trying to maintain a Friday evening 
shopping session to offset the Monday 
night shopping in the downtown Den- 
ver stores and our local retailers 
weren’t having much success. We de- 
cided to try Friday night banking 
hours to give them a boost and the 
move has brought a steadily increasing 
volume of Friday night business to the 
local merchants and to the bank. 

Staff hours have been adjusted so 
that our employees continue on a 40 
hour workweek. They willingly accept 
the personal inconvenience of a night 
banking session because they still have 
a two-day weekend and are no longer 
badgered continuously by many of the 
bank’s customers who had been com- 
plaining for years over the elimination 
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ALWAYS MEANT TO OPEN ONE! 


* 
Good intentions never seem to build a savings - - 


account very fast. It‘takes a regular plan of 


saving. How much you save doesn't matter . ... 

it all adds up fa the end. But don’t puc it off * . 
like so many folks. do. Start your account. - 
.how , .. with as dittle as one dollar... at - 
The First National Bank of Englewood. 
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Aids to management, electronics. work standards, 


are some of subjects covered at San Franeciseo 


meeting of auditors, comptrollers 





Bank Operating Men 


Discuss NEW ‘TECHNIQUES 


By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


OME revealing discussions of such 
important subjects to banking as 
the possible application of elec- 

tronics to operations, the advantages 
of adopting work-measurement stand- 
ards, the interpretation of internal 
reports as an aid to management, the 
need for studying costs and keeping 
abreast of tax problems took place at 
the 30th annual convention of The 
National Association of Bank Au- 
ditors and Comptrollers. 

There was no lack of glamour to the 
convention, which was held in late 
October atop Nob Hill at The Fair- 
mont Hotel in San Francisco. The 
city’s cable cars, its Chinatown and 
Fisherman’s Wharf captured the en- 
thusiasm of the 1,100 members and 
their wives and association guests who 
attended, as did the huge banquet at 
the historic Palace Hotel that dates 
back to gold rush days. 

On the program side, it was ad- 
mitted by both General Convention 
Chairman George W. Meyer, assistant 
vice-president, American Trust Com- 
pany and Program Chairman Howard 
A. Leif, controller, Bank of America, 
N.T. and S.A. that it had been in the 
process of development for many 
months by their committees. The pro- 
gram itself had been sparked, they 
said, by an advance questionnaire sent 
to a long list of members as a means 
of establishing a list of the most 
timely and important subjects for dis- 
cussion. It was a fast-moving affair. 

Among the resolutions passed at the 
convention was one paying tribute to 
Dr. Harold Stonier, retiring executive 
vice-president of The American Bank- 
ers Association, for his “unique and 
outstanding contributions to banking 
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and to education in the field of bank- 
ing.” 

Tribute was also paid to two of the 
association’s own members, Clarence 
H. Lichtfeldt and Edward F. Lyle, 
who were awarded the _ coveted 
NABAC Key for meritorious service. 
Both are past presidents of the asso- 
ciation and both have served in many 
capacities. Mr. Lichtfeldt, who is 
comptroller, First Wisconsin National 
Bank of Milwaukee, was instrumental 
in organizing and _ directing the 
NABAC School for Bank Auditors and 
Comptrollers at the University of Wis- 
consin. Mr. Lyle, vice-president and 
comptroller, the City National Bank 
and Trust Company, Kansas City, 
Missouri, has participated in the or- 
ganization of numerous association 
programs and was a section leader at 
the NABAC School. 


President Ira C. Chaney opened the 
convention with a look at the associa- 
tion’s growth during the past year. 
The number of new banks added to its 
membership during the past twelve 
months, he reported, was 366, bring- 
ing the total to a new high of 5,275 
member banks. This increase, said Mr. 
Chaney, who is auditor of Crocker 
First National Bank, San Francisco, 
is substantial evidence of the constant 
search by banks for better systems, 
better control methods and lower oper- 
ating costs. 

New officers elected by the associa- 
tion for the coming year saw Robert 
H. Shepler, vice-president and cashier, 
The Denver National Bank, Denver, 
Colorado, advance to the presidency. 
Mr. Shepler aided in the organization 
of the Denver Conference, or chapter, 
and served as its first president from 


Convention feature: system ideas displayed on bulletin boards 


Looking on, from left, are R. F. Goodwin, H. E. Mertz, A. E. Pinkus, F. D. Price 
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1939 to 1940, and has since continued 
to devote himself to association serv- 
ice and has risen office by office to the 
present top post. He attended classes 
at the University of Denver while 
working full time at his bank and re- 
ceived the degree of Bachelor of 
Science in Commerce in 1932. 

Moving up also were Robert F. 
Goodwin, comptroller, Wachovia Bank 
and Trust Company,Winston-Salem, 
North Carolina, to first vice-presi- 
dent;; Edward F. James, assistant 
vice-president and treasurer, Fidelity- 
Philadelphia Trust Company, Phila- 
delphia, to second vice-president; 
Steve H. Bomar, vice-president and 


Opening general session with General Convention Chairman Meyer speaking 


treasurer, Trust Company of Georgia, 
Atlanta, to secretary. New in the 
line of officers was Franklin D. Price, 
as treasurer. He is comptroller, First 
National Bank in Dallas, Texas. 

The highlights of the convention 
program follow: 


Aid to Management 


As a representative of bank man- 
agement, Elden Smith, president, Cit- 
izens National Trust and Savings 
Bank of Riverside, California, called 
for a raising of sights on the responsi- 
bilities and opportunities of bank 
comptrollership. 

In the earlier stages, said Mr. 


A few of the 1,100 convention delegates and their wives 


The registration desk, doing a “gold rushing” business 





December, 1954 





Smith, the comptroller emerged as the 
department head responsible for ac- 
counting, expense control, taxes, and 
reports on the results of operations. 
A typical job description of the posi- 
tion would have listed these duties in 
detail, he said. Then, in due course, 
some managements, pressed by their 
problems and responsibilities, sought 
increased help. These managements, in 
effect, Mr. Smith told the convention, 
no longer found it possible to do the 
interpretative and analytical work 
necessary to make use of the facts and 
figures turned out by the comptrollers. 
They recognized the need for answers 
for such questions as: “How are we 
doing ?”’ “Where will we be next year 
if present trends continue?” “What 
course should we follow?” 

Thus, to the “doing” aspect ofthe 
position was added the “thinking” or 
the creative and executive phase. The 
“forward-looking” comptroller, Mr. 
Smith emphasized, in addition to mas- 
tering the “doing” visualizes the 
broader responsibilities of his posi- 
tion. On his own initiative, he leads 
the way in contributing “thinking” to 
the management of his bank. 

A vital field in which every comp- 
troller enjoys a unique opportunity is 
in defining and helping to reach the 
objectives of the bank he serves, Mr. 
Smith pointed out, in such matters as 
safety of the bank’s funds, profits for 
the stockholders, attractive conditions 
for employees and in the size of the 
bank itself. He cautioned, however, 
that the work of the comptroller is 
effective only to the degree that he has 
the active cooperation of senior man- 
agement; that the objectives of the 
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A big moment, as Oakland ferry boat docks in San Francisco 


business are clearly defined by the 
management; and that the comptroller 
and his staff are competent to under- 
stand and interpret their results in 
terms that have practical meaning to 
management and department heads. 


Trend Interpretation 


Just what are the kinds of service 
information needed by modern bank 
management? R. C. Huelsman, vice- 
president and comptroller, Central Na- 
tional Bank of Cleveland, Ohio, went 
into detail in supplying the answers, 
listing 14 specific suggestions. 

1. Reports to directors and officers. 
These should be in detailed form, sub- 
mitted personally at board meetings, 
and should include the comptroller’s 
own amplifications and _ interpreta- 
tions. 

2. Reports to shareowners. Adequate 
reporting to shareowners of banks has 
made much progress and the number 
of banks submitting detailed reports 
has been increasing, but banks still 
are far behind industry. The comp- 
troller can contribute much to this 
program. 

3. A plan of conversion of available 
funds into the asset structure of the 
bank from the standpoint of liquidity, 
earnings and available capital struc- 
ture. This deals with the problem of 
converting deposits and capital funds 
into loans and investments which will 
produce the maximum income to meet 
necessary expenses, provide reason- 
able dividends and additions to cap- 
ital accounts, and at the same time 
provide ample liquidity to cope with 
deposit withdrawals, seasonal or other- 
wise. 

4. Forecasting. This includes not 
only this year’s results, but years to 
follow, and it includes deposits as well 
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as assets and earnings and expenses. 
This is frequently based on present 
performance. 

5. A budgetary control system, as a 
basis for administrative control. 

6. Performance analysis reporting. 
This is a recent development, in which 
the top executive of each department 
furnishes a written program for his 
department at the beginning of each 
year, together with operating esti- 
mates, an outline of how objectives are 
to be accomplished and time tables for 
their completion, with progress re- 
ports during the year. 

7. Organization structure. This in- 
cludes an organization chart and an 
organization manual. 

8. Salary administration and in- 
centive plans. This includes compensa- 
tion plans for management and em- 
ployees, job evaluation, suggestion 
systems, incentive compensation, sav- 
ings and profit sharing plans, and 
pension plans. 

9. Tax planning for investments. 
This covers the tax angle in the in- 
vestment program. 

10. Bank premises. This covers cost 
of occupancy and efficient layout 
problems. 

11. Bank insurance. This ascertains 
that the properties of the bank are 
adequately insured. 

12. Planning branch development. 
Covered are location planning, stand- 
ardization of operations, standardiza- 
tion of facilities and studies of the 
profitableness of present and pro- 
posed branches. 

13. Capital structure. This is a 
study of ratios and long-range capital 
growth or development programs. 

14. Charting. Many presentations of 
figures for officers and directors’ meet- 
ings, showing trends, can best be pre- 


sented in this manner. 

All of these, concluded Mr. Huels- 
man, represent the kind of informa- 
tion needed by alert management for 
the control of operations and the re- 
view of the bank’s operating perform- 
ance. 


Bank Costs 


Those banks that compare most 
favorably with other banks, almost 
without exception, have a well organ- 
ized cost system that is respected and 
backed by management, Charles C. 
Looney, vice-president, Harris Trust 
and Savings Bank, Chicago, told the 
convention in urging the adoption and 
use of cost programs by all banks. 

Costs, he stressed, are essential as a 
proper basis for determining service 
charges, as a yardstick for measuring 
the desirability of any class of the 
bank’s business, as a guide for setting 
fees for new types of business, as a 
guide to operations and as a means for 
establishing budgets for the bank’s 
major operating departments. 

Banks are primarily merchandisers 
of credit, Mr. Looney explained. This 
credit is their raw material and it is 
their finished product as well. It comes 
from depositors in various forms and 
it is processed or transformed into 
available funds and it is sold to bor- 
rowers. The prices banks pay their 
depositors are interest on time de- 
posits and service on demand deposits 
or various combinations of both. Banks 
sell credit for these same prices or 
factors and their success is measured 
in large part by their success in set- 
ting their selling prices high enough 
so that there is something left for 
salaries, reserves, surplus and divi- 
dends. 

During the past few years, Mr. 
Looney noted there has been consider- 
able bidding for certain types of bus- 
iness. At the same time many new 
services have been in the process of 


Keys for meritorious service 


Edward F. Lyle (left) and Clarence H. 
Lichtfeldt receive coveted awards from 
President Chaney 
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From left: Executive Secretary Darrell R. Cochard, Robert F. Goodwin, Ira C. Chaney, Robert H. Shepler, Edward F, 





development in the banking field. This, 
he said, is healthy and is evidence of 
real competition. However, he pointed 
out that management in bidding for 
new business or developing new serv- 
ice is asking, or should ask, two basic 
questions; How much will it cost? Can 
we do it profitably? To give the cor- 
rect answer without properly analyzed 
cost information, he said, is virtually 
impossible. 

On the matter of service charges, 
Mr. Looney asked how many banks 
consider the analyzing of commercial 
accounts and the resulting charges not 
as a source of profit but as a means of 
equalizing the price they pay for their 
raw materials? In banking depart- 
ments where income and expense are 
distributed to earnings functions, he 
called attention to the fact that a 
sizeable proportion of all expenses 
show up in “Cost of Funds.” This, he 
said, is largely interest paid, Federal 
Deposit Insurance and the cost of 
various deposit servicing functions. 
From this total, the bank deducts the 
total of service charges collected in 
order to arrive at a “Net Cost of 
Funds.” By this very process, he de- 
clared that the bank is equalizing its 
purchasing price only if it is applied 
equitably. To do the job properly, he 
said, the bank must base its charges 
on facts, and that means properly 
analyzed cost information. 


Electronics 


Stepping into the electronics future, 
Dr. Jerre D. Noe, research engineer of 
Stanford Research Institute, Stanford, 
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James, Steve H. Bomar and Franklin D. Price 


Traditional ceremony as Denver banker assumes NABAC helm for the coming year 


California, considered the building 
blocks which must go into each system 
for handling either the data or the 
paper in a banking system. 

Any machine fitting into this pro- 
gram, he said, must contain an input 
device and an output device, some 
means of storage, an arithmetic unit 
and a control unit. If the system is to 
handle the information only, and not 
the paper, a typical input device might 
be a keyboard or punched card reader, 
or punched paper tape reader, and the 
memory might consist of magnetic 
tapes or drums, or magnetic cores, or 
perhaps a photograph system, he 
added. 

The function of the arithmetic unit, 
he said, is obvious. It must take care 
of the additions, subtractions and com- 
parisons and it commonly consists of 
vacuum tube circuits or their equiva- 
lents; and examples of commonly 
available output devices are printers, 
paper tape punches and visual dis- 
plays. The control unit must tie all of 
these together into a coherent system. 

To handle paper, said Dr. Noe, the 
same units can still be recognizable 
parts of the system, although they 
may take different forms. An input 
device, in this case, interprets what it 
sees, he said, and passes the informa- 
tion and the paper on for further 
action. Storage and arithmetic units 
again come into play for sorting and 
accounting, and, in some cases, to 
determine the disposition of the paper. 
The output device, he said, might con- 
sist of a unit that physically sorts the 
paper into appropriate bins, or it 


might be a device that places coded 
information on the documents to de- 
note: routing information, for ex- 
ample. Of particular importance, he 
continued, are the various possibil- 
ities of encoding checks in such a man- 
ner that they could be read and under- 
stood by electronic equipment. Several 
methods are under investigation, he 
said, but none are available as yet to 
his knowledge. 

Dr. Noe considered this general 
form of equipment for savings ac- 
counts. The passbook number and the 
amount of the deposit or withdrawal 
could be entered in keyboards and the 
machine could refer to a magnetic 
drum on which the status of each ac- 
count would be stored and determine 
the new balance and decide, in the case 
of a withdrawal, whether or not the 
transaction should proceed. Record of 
the transaction could, at a more lei- 
surely pace, be transferred to mag- 
netic tape storage and this information 
could then be used daily, quarterly or 
whenever desired to calculate interest 
and for other operations. It could also 
be used to drive the output printer to 
deliver lists showing balances of all 
accounts, sums of debits or credits 
processed during the day, and other 
records such as interest paid on each 
account. The same arrangement could 
be considered for application to the 
handling of checking accounts, he 
noted. 

Dr. Noe said he is frequently asked 
about the physical size of digital com- 
puters to handle bank work. His 

See NEW TECHNIQUES—Page 80 
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Hurricane Carol staggered, flooded Providence, 
but there was minimum confusion and loss 
when Industrial National used its... 


bank Prooram to Cope With 
DISASTER EMERGENCIES 


OME four years ago our bank de- 
veloped a War Damage and Dis- 
aster Program, at the suggestion 

of President T. Dawson Brown, pri- 
marily as a precaution against enemy 
air raids but also to cope with any 
other emergencies. It passed its first 
real test early this fall with flying 
colors, as will be noted later. 

The responsibility for setting up 
and commanding the organization, 
and preparing a plan of action, was 
assigned to Vice-President Harold R. 
Barker, a retired brigadier general 
with a distinguished service covering 
the world wars and many years of 
command in the Rhode Island National 
Guard. 

Organizing the program was no 
small task. The organization had to 
be trained and ready at any time to 
take over complete supervision of the 
bank’s operations in 33 offices through- 
out the state. Groups were named to 
handle personnel, public relations, 
bank operations, records, protection of 
property, transportation and com- 
munications. Functions for these 
groups were carefully spelled out on 
an organization chart. 

Personnel for the War Damage or 
Disaster activity were selected as far 
as possible on the basis of their ex- 
perience with the special duties they 
were expected to perform. Men with 
a knowledge of radio, for example, 
were named to the communications 
section; personnel experienced in the 
bank’s advertising department staffed 
the public relations section, and so on. 

The job was not accomplished over- 
night. Many meetings were held and 
problems met before the War Damage 
and Disaster organization finally took 
form as a _ well-ordered emergency 
group. On the basis of reports and 
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By 
H. NORD KITCHEN 


Assistant Vice-President, Industrial 
National Bank of Providence, 
Providence, Rhode Island 


recommendations received during 
these meetings, a manual was pre- 
pared listing the full duties of the 
various officers, and the functions of 
the groups and sections under them. 
Copies of this manual were made 
available to key personnel, one to be 
kept in their desks, the other at home. 

In the absence of both the president 
and the executive vice-president, any 
emergency measures are to be declared 
by the Emergency Administrative 
Committee. This committee is com- 
posed of the bank’s senior officers and 


all vice-presidents. Immediately, full 
responsibility for the bank reverts to 
the officer-in-charge of the emergency 
organization, assisted by his advisory 
council of senior bank officers, each a 
specialist in certain bank functions. 
The disaster organization has com- 
plete control during the duration of 
the emergency. 

Attention to such details as this 
marked every step in the development 
of the emergency system — details 
which paid off when disaster struck 
on August 31, providing the program’s 
first real test. 

No less a teacher than Mother Na- 
ture conducted the test and for the 
purpose sent a violent daughter bear- 
ing the innocuous name of Carol. 

Storm signals had fluttered all along 


Emergency action is the responsibility of six carefully-selected group4 with 
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The main office stood in the heart of the flood-stricken area, but bulkhead doors kept the water out 


At this first real test, the bank’s well trained disaster team went into immediate action 


the Atlantic Coast during the last 
week in August, heralding the ap- 
proach of Hurricane Carol, who was 
rampaging landward from her home 
in the sea. She arrived in Providence 
during the early morning of August 
31, and by noon of that day the city 
felt the full height of her vengeful 
presence. 

3efore the hurricane’s 100-mile-an- 


sroupaprith functions charted below 
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hour onslaught, towering trees and 
sturdy chimneys were toppled, roofs 
were ripped away, power and com- 
munication lines were flung to the 
ground. ‘Blinding, staggering sheets 
of rain engulfed the city for seem- 
ingly endless hours, and the over- 
flowing Providence River in no time 
at all buried a mile-wide area beneath 
five feet of swirling, dirty water. 
Scores of automobiles disappeared be- 
low the water’s surface, and all man- 
ner of furnishings and merchandise 
from homes and business places sailed 
crazily in the streets. 

In virtually the heart of the flood- 
stricken area stood the 25-story main 
office of the Industrial National Bank, 
with water all but concealing the 
story-high main entrance. 

A state of emergency was promptly 
declared for the bank’s entire organ- 
ization, and simultaneously a_well- 
trained disaster team went into action. 
Each man and each group was thor- 
oughly drilled in a system of opera- 
tions to cope with the emergency. 

The organization chart reproduced 
with this article indicates how the sys- 
tem worked, with its chain of com- 
mand, lines of communication, and 
divided staff responsibilities. Stem- 
ming from the officer-in-charge and 
his advisory council, the branch offices 
were grouped to operate within geo- 
graphic zones. Each zone had its own 


headquarters command (zone manager 
and alternate) to handle emergency 
conditions in that particular area. 

The chart shows the breakdown of 
related functions under six general 
categories of activity, each category 
designated in the manner of a mili- 
tary program, i.e., G-1, G-2, etc. For 
example, the staff members of the G-1 
Section (Personnel) at both the main 
office and branch zones were charged 
with making contacts and evacuations, 
giving first aid, etc., while the G-3 
Section (Operations) handled actual 
banking functions, the protection of 
records, relocations of offices, inspec- 
tions, and so on. The other Sections 
met needs of equal importance. 

The organization chart outlines the 
advance planning for the clash with 
Hurricane Hazel. A more dramatic 
story is found in the following entries 
made in the bank’s journal during the 
emergency hours. 

August 31, 12 noon. President T. 
Dawson Brown out of the country, 
emergency declared by Mr. Rupert C. 
Thompson, Jr., executive vice-presi- 
dent. Disaster Committee immediately 
started to function; first meeting 
called. 

1:37 p.m. Reports on conditions at 
branches arriving by telephone and 
messenger. 

4:00 p.m. Theron S. Curtis, vice- 

See DISASTER PROGRAM—Page 78 
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It also encourages a two-way flow of ideas 
to and from management 


A COMMUMCATION SYSTEM 
that Keeps the Stalf Informed 


NE of the major problems con- 

fronting bank management to- 

day is the difficulty of getting a 
regular flow of ideas from top manage- 
ment down to the department heads 
and through their departments, and 
then in turn, getting comment and 
suggestions on current problems back 
up to the management again. 

In January of this year we insti- 
tuted a new system for this ‘“com- 
munication” through informal group 
meetings, where our people can gather 
in the mornings around the table to 


By 
G. HARRY HUTAFF 


Assistant Vice-President and Operations 
Officer, Cashier’s Department, 
The Bank of California N.A., 


San Francisco, California 


discuss their current problems and 
obtain planned assistance in solving 
them. This communication program 
has been very successful in reaching 
the two-way objective. 

In our head office at San Francisco 
there are 25 department heads and 45 


officers, a total of 70 people to keep 
informed. 

Formerly, in trying to encourage a 
free flow of information among these 
people, the bank management held a 
series of monthly evening dinner meet- 
ings. Ultimately this plan failed in 
its main purpose because the attend- 
ance grew to be too large to cover the 
full range of our banking activities. 
Some staff members who really had 
questions to ask, and could have been 
helped in solving their problems, hesi- 
tated to bring them up because their 


Supplementary aids in the plan of encouraging a steady stream of information, suggestions 


Daily bulletin for officers, department heads and branch 
managers posts them on trends, visitors, activities 


Projects or problems discussed at group conferences 
are listed on this form, and assigned for further study 
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(1) Less federal funds sold 


3. PERSONNEL CHANGES (CLIENTS) 


Head Office 
8-14-54 


4. VISITORS TO BANK 


Tacoma Office 


Seattle, Washington. 





(2) Lesa reciprocal 


~ John Smith, formerly Vice President, was elected President effective September 
1, 1954, of the Smith~Cummings Institution, San Francisco 


8-14-54 ~ A.B. Jones, Treasurer and Secretary, Rogers Steamship Company, New York, 
New York - luncheon guest of Mr. Foster. 
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inquiries might seem too small or too 
minor for discussion by this large 
bank group. 

An attempt was then made to re- 
duce the number of officers and de- 
partment heads who would attend 
these evening meetings, but we found 
this smaller assembly didn’t pass along 
enough ideas and information. Not 
enough operational problems were 
brought up for discussion, and some- 
where along the line the management 
viewpoint was not being passed down 
to the employees. 

After considerable study a program 
was then devised under which the 
various department heads and super- 
visory officers whose work is closely 
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related were divided into ten morning 

conference groups, comprising the MORNING CONFERENCES .. . Ten separate supervisory groups meet 

following divisions: public relations, frequently to thresh out problems relating to their activities, and to ; 
‘ ‘ Sh A bring up suggestions 

foreign, loan, investment, customers 


service, internal service, bookkeeping 
and processing, trust, auditing, and 
cashier’s. 

Each of these groups meet once a 
month. The conference begins prompt- 
ly at 7:45 a.m., and lasts nearly an 
hour and fifteen minutes, in order to 
permit the supervisory heads to reach 
their desks about 9 a.m. 

The attendance includes department 
heads (who may be vice-presidents) 
in charge of the various groups, super- 
visory heads, and three members of 
the cashier’s department—one repre- 
sents personnel, a second represents 
operations and the third is responsible 
for coordinating activities within the 
group. 

Many of these meetings also include 
i members of the important manage- 
ment committee. For example, when 
the public relations group meets, it pores meee... oe eee 
inclu -Pre rge J. 

Greenwood and five additional officers. 
Likewise when the foreign department 
meets the group is headed by Vice- 
President Howard Hutchins and in- 
cludes five of his officers and six de- 
partment heads. Within a month of 
meetings by the ten groups nearly 
} every vice-president at the head office 
participates, either directly or through 
his assistants. 

: The morning conferences are held 
in a congenial atmosphere in the 
bank’s lunchroom, where coffee and 
doughnuts are served. The officers and 
department heads report directly to 
the lunchroom, and arrive in a relaxed 
mood, since they haven’t had time to 
visit their desks or open their mail. 
They arrive at the conference unaware 
of what will confront them that day 
and consequently are in a good frame 
of mind to discuss not only the prob- 
lems of their own departments but also 
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; those of the organization. FOLLOW-UP ... Clarifying a change in procedures resulting from group 
. I ement setu the conference. Seated, from left: Mr. Hutaff and Alfred J. Mayman, vice- 
a Cur mense~= ; ‘ Pp i president and cashier. Standing: Comptroller Lewis A. Wilton, Assistant 
cashier’s department is responsible Cashier Louis Arlie 
for all personnel and operating pro- Pane 
See COMMUNICATION SYSTEM—Page 87 Three typical phases of the bank’s communication program 
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Putting money where it counts 


American banks contribute 
to American leadership in 


office equipment production 
and sales. 


Keeping tabs on business operations 
takes more than a green eyeshade 
today. 

Now accountants face mountains 
of figures. Management must have 
comprehensive reports on production 
— sales — expenses — inventories. Pre- 
paring these reports has become a 
king-size job. 

American ingenuity had to come 
up with newer, better, quicker meth- 
ods. The result is an office equipment 


industry with annual sales of a billion 
dollars plus! 


Here’s Where Banks Figure In 
Timely loans from commercial banks 
help manufacturers stock raw ma- 
terials, build new plants, expand old 
ones, establish markets. 

But they don’t stop there. With 
some business machines tagged at 
$10,000 or more, it costs money to 
buy or lease them as well as make 
them. Backed by bank loans, busi- 
nesses all over the country are able 
to install the machines they need. 

Better Living for All 
Mechanizing the office has turned 
out to be a great boon for white-collar 
workers. Their productive capacity 


has been multiplied wherever these 
machines go. Much tedious detail has 
been eliminated. 

Add it up. You'll find that bank 
loans like these help a// Americans— 
including you! Just by putting money 
where it counts, your commercial 
banks help create: 1) better jobs for 
men and women, 2) returns for inves- 
tors, 3) a healthier economy, and 4) 
better living for the American people. 

The Chase National Bank, first in 
loans to American industry, is proud 
of banking’s contribution to the prog- 
ress of our country. 


The CHASE National Bank 


OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 


Burroughs Clearing House 
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Banking Legislation 
In New Congress 

With the Democratic control of the 
Senate held by the slimmest of mar- 
gins, capable of being overturned by 
a stroke of fate even before the new 
Congress assembles, the outlook is for 
a national legislature tending to shy 
away from major banking issues hav- 
ing strong political overtones. By the 
same token, the prospect is good for 
consideration of minor and relatively 
non-political bills designed to improve 
certain vague or inept provisions of 
the national banking laws. 

As in the previous national election, 
when Republicans took control of both 
Houses of Congress, the important 
change was the shifting of key per- 
sonalities on the financial legislative 
committees rather than the swing of 
a few votes from one party to the 
other. This is especially true of the 
two Banking Committees, which now 
pass from a generally conservative to 
a pronouncedly liberal leadership. It 
means that there will be a welcome 
sign out for legislation to speed up 
Government lending to small business 
and to step up Government support of 
housing construction, and the like. It 
does not necessarily mean that the 
liberals can muster the votes to pass 
radical bills on these and related sub- 
jects, but it does mean that further 
steps will incline to the left rather 
than to the right. 

For example, the law establishing 
the Small Business Administration ex- 
pires June 30, 1955. While banking 
organizations have held that this 
Governmental lending agency is an 
unnecessary adjunct of the nation’s 
financial structure, it seems incredible 
that the new Democratic leaders of 
the Banking and Joint Economic Com- 
mittees would ever let it lapse for 
want of renewing legislation. To the 
contrary, the outlook is for the new 
Congress to increase considerably the 
S.B.A.’s lending powers, and also to 
prod the agency to make greater use 
of them. 

The House Banking Committee 
chairmanship reverts to Representa- 
tive Brent Spence of Kentucky, who 
has alternated in the top spot with 
Representative Jesse P. Wolcott dur- 
ing the swings of Congressional con- 
trol over the past ten years. Mr. 
Spence regards himself and is re- 
garded as a Democratic party sup- 
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By JOHN DONOGHUE 


Washington Correspondent 


porter, who during his previous tours 
as Chairman was on cordial working 
terms with President Harry S. Tru- 
man and the Democratic leadership, 
of which he was.a key member. Mr. 
Wolcott, on the other hand, is iden- 
tified with the Mid-West wing of the 
Republicans where the feeling is that 
the Eisenhower Administration has 
plotted its course too close to the mid- 
dle of the road, if not to the left of it. 

The Senate Banking Committee will 
doubtless have as its chairman Sena- 
tor J. William Fulbright of Arkansas, 
a veteran Committee member who 
rises to the top owing to the sudden 
death of the former Democratic Chair- 
man, Burnet R. Maybank of South 
Carolina. Mr. Fulbright is also a 
member with considerable seniority 
on the Senate Foreign Relations Com- 
mittee, being preceded by two rather 
elderly Senators only. Having taken 
a deep interest in foreign affairs, Mr. 


Fulbright would be expected to relin- 
quish the Banking Committee chair- 
manship in order to become head of 
Foreign Relations; in this event, the 
top position on the Banking Com- 
mittee would go to Senator A. Willis 
Robertson of Virginia, a legislator of 
long service and a student of Reserve 
System matters. Mr. Robertson’s im- 
mediate predecessor in the Senate was 
the late Carter Glass, architect of the 
Federal Reserve System. 

Another committee of great impor- 
tance to banking is the Joint Com- 
mittee on the Economic Report, parent 
body to the Monetary Subcommittees 
which probed extensively into fiscal 
and credit policies of the Treasury and 
the Federal Reserve in 1950, 1952, 
and again briefly at the end of Novem- 
ber, 1954. Chairmanship of this in- 
vestigative (but non-legislative) joint 
committee, and the vice-chairmanship, 
will be shared by Senator John Spark- 

















Australia 


from 
a business 
point of view 


This 


contemplating 


booklet will assist anyone 
establishing a 
business in Australia, whether it 
is a small retail business or @ 


large manufacturing company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it offers those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 


would be met. 


If you are interested in establishing a business in Australia, 
write for a free copy of this book to: 


BANK OF NEW SOUTH WALES 


BRITISH & FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 
R. J. Neal Blackwell, Manager 
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man of Alabama and Representative 
Wright Patman of Texas. Both Mr. 
Sparkman and Mr. Patman are out- 
spoken liberals in fiscal and monetary 
matters, and they are joined by Mr. 
Fulbright in their frequent protests 
that their Southern and Southwestern 
constituents are unfairly at the mercy 
of financial centers in other sections 
for their needed supply of equity 
funds and production credit. 

The 84th Congress looms up as one 
likely to be replete with much interest- 
ing debate. However, with the margin 
of control so narrow, the incoming 
leadership is not expected to set any 
history-shattering precedents. In fact, 
it may not even wish to do 8o, being 
inclined rather to build a record in 


preparation for the main battle—the 
Presidential election of 1956. 


e e 4 


Voluntary Home Mortgage 
Credit Program Organizes 


Early in December, the first few of 
the 16 Voluntary Home Mortgage 
Credit Subcommittees are scheduled to 
become effective. Subcommittee chair- 
men have been elected at organization- 
al meetings under sponsorship of the 
Housing and Home Finance Agency, 
and the process of establishing sub- 
committee headquarters and working 
staffs has been under way since mid- 
October. 

Neither the parent committee nor 
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SANTIAGO 
ee CUBA 


This Bank's 18 offices, located in the 
nine principal cities of Cuba, permit us 
to carry out transactions for you —effect- 
ively and without delay—in any part of 


the country. 


For information, write or wire: 


The Trust Company of Cuba 


Head Office: / Obispo 257+ Havana, Cuba 
Resources exceed $150,000,000 








SSSSSSSSSSSSSSSSS 


SSSSS 


Rotterdam 


SSSSSSSSSSSSSSSSSSS 





SSSSSSSSS 


cAt your service...in Ti he Netherlands 


DE TWENTSCHE BANK nv. 


Head Office: Amsterdam 


Branches throughout the Entire Country 
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any of the 16 subcommittees will ac- 
tually make loans. Their purpose is 
to attempt by circularization to bring 
prospective home buyers into contact 
with lenders who would entertain 
transactions with borrowers in their 
particular circumstances. Special at- 
tention is to be given to buyers in 
rural areas and to minority groups. 

A central headquarters has been 
established in the Washington office of 
H.H.F.A. with Arthur W. Viner, for- 
merly a staff researcher for the Com- 
mittee for Economic Development, as 
executive secretary. 


. 5 * 


Drive Begins Anew for 
Holding Company Law 

Exactly two weeks after the Novem- 
ber elections, leaders of the nation- 
wide and West Coast Independent 
Bankers Associations set off the open- 
ing guns of their drive to obtain pas- 
sage of bank holding company legisla- 
tion by the 84th Congress. 

President Harry J. Harding of the 
12th Reserve District Independents, 
and president of the First National 
Bank of Pleasanton, California, and 
President William J. Bryan of the In- 
dependent Bankers Association, and 
vice-president of the Third National 
Bank of Nashville, Tenn., led the visit- 
ing party which conferred with both 
Senator Fulbright and Representative 
Spence. 

This year’s plan of action seems to 
call logically for a strong effort to 
obtain Banking Committee action first 
in the House, for incoming Chairman 
Spence has vigorously backed bank 
holding company legislation in past 
years while Senator Fulbright, though 
clearly not opposed, has been less out- 
spoken in support of the measure. 

The Independents have carefully 
studied the record of hearings held by 
the Senate Banking Committee dur- 
ing mid-summer 1953 and 1954, under 
the chairmanship of Senator Homer 
E. Capehart of Indiana. The resalt of 
the study has been the smoothing up 
of legislative phrasing at points where 
misunderstandings have arisen. Ac- 
cordingly, the Independent leaders 
believe that they enter their new cam- 
paign with improved chances of nar- 
rowing the chasm between themselves 
and the holding companies. 


5 ¢ 5 


Savings-Loan Branch Bill 
The elation held by commercial and 
savings bankers in May 1954, when 
the Senate passed legislation to re- 
strict the branching of Federal sav- 
ings and loan associations in States 
where banks are limited as to branch- 
ing, sagged somewhat as the House 
Banking Committee let the days and 
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the result of Bank Design 
by Bank Planners 






Bowling Green Banking Co., 
Bowling Green, Ohio 


It is an art to know just bow much structure can be fitted 
into just how much bank space . . . to assure the maximum 
exterior and interior bank efficiency. 


TR ° p 
we "y 4 It is a special art that has been developed by ETTL 
Be %o through 53 years of experience in designing and construct- 
= = ing business exteriors and interiors. 
a 
= . . . 
% & Are you building new? Are you remodelling? Enlarg- 


ing? ETTL is equipped with” every facility to help you 
achieve your bank modernizing and building program. We 
invite you to send the coupon _ Seana 





THE ETTL FURNITURE & MANUFACTURING COMPANY © Bank Designers and Builders for 53 years 
1921 NORTH 12TH STREET, TOLEDO 2, OHIO 7 DETROIT SALES OFFICE: 1408 BRODERICK TOWER 


The Ettl Furniture & Mfg. Co. 


o 
3 3 
| 
1921 N. 12th St., Toledo 2, Ohio Name........... weeeeteeeceeeeeeeees weeeeeeeeecsncenseeneeeeeteeeeneeessneenenenae 
| 
Without any obligation on our part please con- Behan naan coseencnnnnnnteenneeneentennnnnnnnnnennne | 
| tact us further concerning your facilities. RTE CARI b> 1c OTE necbeegniibiamantalaam 
Se eS SST ee tie ne esa ES suc ser 
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Crowd in front of new Manufacturers Trust Company office at 5th Avenue and 43rd Street stands in rain to admire new Mosler Vault Door. 


Burroughs Clearing House 
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They stood in the rain 


and stared... 


For suddenly the front window of a brand-new 5th Avenue bank was a 
“show window” for the most famous and talked about new vault door in America— 
the massive new Mosler Century Bank Vault door. 


T TAKES A LOT to surprise the average New Yorker. 

But during the last few weeks, pedestrians hurrying 

along 5th Avenue have seen something so startling 
that they’ve simply stopped and stared. 


What these people have been stopping to stare at so 
incredulously (even in the rain) is in the front window 
of the new Manufacturers Trust Company office at 
5th Avenue and 43rd Street. 


new Mosler Century Bank Vault Door became a symbol 
of the modern banking office. And since its introduction, 
it has been incorporated in the plans of scores of new 
banking offices throughout the world. 


Bank officials and directors who would like complete 
details about this significant development, are invited 
to write or phone for full descriptive material. 








It’s a bank vault door so magnificent, and of 
such massive modern design that it seems to 
come straight out of ““‘tomorrow’’—into today. 


Yet, somehow, it seems to be just what people 
expected the vault door of “‘tomorrow” to 
look like. For in it they recognize the tradi- 
tional qualities of appearance that have al- 
ways symbolized security and impregnability 
—and now symbolize it more strongly than 
ever. When the door is open they see the great 
bolts and intricate time-locks which they have 
always found fascinating, impressive, and 
symbolic of protection. 


To bankers, of course, the customer appeal 
of this revolutionary new Mosler Century 
Bank Vault Door was apparent from the mo- 
ment it was introduced, over a year ago. They 
sensed that it was probably the most signifi- 
cant development of its kind in 50 years. 


Everything that has happened since has 








Customer appeal is in the feeling of security it gives (and justifies) 

. and in the modern, massive beauty that makes the Mosler 
Century 10 Bank Vault Door truly the symbol of the modern 
banking office. Prize-winning design was by Henry Dreyfuss 
working with Mosler designers and engineers. 








proved them right. Almost overnight, the 


IF IT’S MOSLER . .. IT’S SAFE 


* Mosler Safe “7 
OSiCFr v,are ©". 


32nd Street and 5th 


Avenue, New York 1, N. Y. 


World’s largest builders of safes and bank vaults . . . Mosler built the U. S. Gold Storage Vaults 


at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima, 
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weeks go by to adjournment without 
action. 

It is true that the record of having 
once passed the Senate stands strongly 
in the bill’s favor, for the margin of 
votes was decisive and the Subcom- 
mittee chairman that will be in charge 
of the bill, Senator J. Allen Frear of 
Delaware, strongly favors it and 


comes back to Washington flush from 
a victory at the polls. 

However, there is less encourage- 
ment for bankers in the House Bank- 
ing Committee picture. Chairman 
Spence has been a proven friend of 
the savings and loan industry, and is 
not expected to become a sponsor of 
a bill which he might regard as com- 
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re THE BANK OF VIRGINIA 


One Account gives you a correspondent in six principal cities 
RICHMOND e¢ PETERSBURG « ROANOKE « NEWPORT NEWS ¢ PORTSMOUTH e¢ NORFOLK 
MEMBER FEDERAL RESERVE SYSTEM « MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








CRIME DOESNT PAY... 
BUT YOU MAY! 


Does your bank carry sufficient protec- 
tion against embezzlement and other acts of 
employee dishonesty? Have you brought 
your coverage at least to the minimum 
recommended by the American Bankers 
Association to meet today’s requirements? 





We invite you to look into the new 
low-cost excess coverage. No obligation, 
of course. 


Re he, 


Phoenix 


¥ or HARTFORD GROUP 


52 WOODLAND STREET 
HARTFORD 15, CONN, 


The Phoenix Ins. Co. 

The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co, 
The Central States Fire Ins. Co. 
Atlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 

Reliance Ins. Co. of Canada 
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petitively favoring another financial 
segment. 

One committee chairman’s reluc- 
tance, of course, does not preclude 
action on a bill. Summed up, the pros- 
pect for a savings and loan branching 
regulatory bill seems a little less likely 
than it was a year ago. 


. * 4 


Abolition of Cumulative 
Voting for Bank Directors 

This is the type of bill that stands 
a fairly good chance in a politically 
stalemated Congress. In fact, a Com- 
mittee chairman desiring to play for 
time in order to foreclose action on a 
controversial bill can often dextrously 
stir up a prolonged diversionary con- 
troversy over just such a matter as 
the cumulative election of bank direc- 
tors. 

The bill as introduced in the Senate 
last year was supported by the Amer- 
ican Bankers Association and by the 
Comptroller of the Currency. Opposi- 
tion arose, however, in the Mid-West 
and the measure was never permitted 
to come up to a Senate vote. There 
was no House action. 


5 5 5 


Administration to Push 
Private Foreign Investment 

American diplomatic representa- 
tives in capital-hungry foreign coun- 
tries have been told in blunt terms 
that one of their principal duties is 
to make straight the way for U.S. in- 
vestors to establish businesses abroad. 

In ordering the foreign envoys to 
be more attentive to the welfare of 
private U.S. interests abroad, Presi- 
dent Eisenhower gave his full endorse- 
ment to the thesis of Secretary of the 
Treasury George M. Humphrey that 
boosting private investment in other 
lands is much more effective econom- 
ically than public loans or gifts—and, 
moreover, aids in “demonstrating the 
strength and resourcefulness of the 
private enterprise system.” 

Specifically, the State Department 
has ordered its representatives abroad 
to press for agreements on treaties 
which assure fair treatment of Ameri- 
can investments in foreign lands. 
Such guaranteed rights would include: 
Security against expropriation with- 
out just compensation; equal treat- 
ment under the law as compared with 
native industry; the right to send 
profits home and withdraw capital. 

In another action, the Administra- 
tion has indicated support of the pro- 
posed International Finance Corpora- 
tion as an adjunct to the International 
Bank, which is required to deal on a 
government-to-government basis. The 
I.F.C. would be free to deal with pri- 
vate foreign enterprises. 
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You’re riding high with 
CB TRAVELERS -CHECKS 


When you sell National City Bank Travelers Checks, you get the ENTIRE 
SELLING COMMISSION, % of 1%. National advertising pre-sells these 
well-known checks for you. Every advertisement tells readers to buy 
them at their bank. 

When your customers buy NCB Travelers Checks, they’re off to a 
flying start on any trip, because their travel funds are secure. Whether 
they’re going around the globe or around the corner, they'll find this 
“International Currency” accepted as readily as cash. But it hasn’‘t the 
risks of cash because, if lost or stolen, their value is promptly refunded. 
Issued in convenient denominations of $10, $20, $50 and $100, they 
are good until used. 

So for rising profits for yourself and high satisfaction for your travel- 


bound clientele, be sure to sell NCB Travelers Checks. Write for full 
information, 


THE NATIONAL CITY BANK OF NEW YORK 
Bivsl in World-Wide Banking 


55 Wall Street, New York 15, N.Y. 


Member Federal Deposit Insurance Corporation 
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@ “Impression of Christ Church Cathedral,” a watercolor by Edward Menges, 
young St. Louis muralist and painter, was awarded first place in the first 
annual Christmas card competition sponsored by the St. Louis Artists Guild 

in cooperation with the First National Bank in St. Louis. 


Located at 13th and Locust Streets, in the heart of downtown St. Louis, 
Christ Church provides a spiritual retreat for thousands of workers 
in the busy downtown area. 


nil 





May the blessings of the Christmas season be yours cl == 
in abundance... THE FIRST 
NATIONAL BANK 
May every day of the New Year bring you IN ST.LOUIS 


the fullest measure of happiness... 


Burroughs Clearing House 
























THE PERSONALITY SPOTLIGHT 








One of the nation’s foremost lending 
authorities, John H. Lucas, has been 
elected president and chief administra- 
tive officer of Peoples First National 
Bank & Trust Company, Pittsburgh. 

Robert C. Downie, who has been 
chairman of the board and president 
of the bank, will continue as chairman 
of the board and chief executive officer. 
He was elected president of the Peo- 
ples-Pittsburgh Trust Company in 
January, 1944, while on leave of ab- 
sence from the bank to serve as Dis- 
trict Chief of the Pittsburgh Ordnance 
District with the rank of Colonel. At 
the termination of the war, he returned 
to the bank and successfully merged 
the First National Bank at Pittsburgh 
and the Peoples-Pittsburgh Trust 
Company to form the present institu- 
tion, Peoples First National Bank & 
Trust Company. He was elected presi- 
dent of the merged bank in 1946 and 
chairman of the board in 1952. 

John H. Lucas, who has served as 
senior vice-president of the bank since 
1952, has been in the banking business 
for the past 39 vears. In the late 30’s, 
he was instrumental in pioneering one 
of the nation’s first bank consumer 
credit departments at the Peoples- 
Pittsburgh Trust Company. 

He assisted in the establishment of 
the National Code of Ethics for lend- 
ing institutions, adopted by the Amer- 
ican Bankers Association. He is a well 
known lecturer, author and teacher of 
bank lending and allied subjects. His 
textbook, “Consumer Credit,” first 
published in 1945, has been accepted 
as the standard text in schools and 
colleges throughout the United States. 
He is a past president of the Pittsburgh 
Chapter of Robert Morris Associates 
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JOHN H. LUCAS 





Lending expert named president 


and in May, 1952, received a citation 
from that organization for distin- 
guished service. 

Mr. Lucas began fuil time work in 
the credit department of the Bank of 
Pittsburgh N.A. in 1918. In 1925 he 
was made manager of the credit de- 


‘partment of the Peoples Savings & 


Trust Company and in 1929 he was 
elected assistant to the president of the 
Peoples-Pittsburgh Trust Company. 
He was elected assistant vice-president 
in 1937 and vice-president in 1940. 

In 1946 he was elected vice-president 
in charge of the loan division of 
Peoples First National Bank & Trust 
Company. In January, 1952, he was 
elected a director of the bank and in 
May, 1952, senior vice-president. 

In other promotions at the Peoples 
First National, five vice-presidents, 


an assistant vice-president, a real es- 
tate officer and an assistant cashier 
were elected. The new vice-presidents 
are: Henry R. Byers, William J. Cope- 
land, Elmer A. Doege, James D. 
Harlan, and Guy W. Lewis. Elected 
assistant vice-president was Dudley B. 
Johnston; as real estate officer, Wil- 
liam Maisch, and as assistant cashier, 
Robert M. Ingram, Jr. 


* 


With 1954 earnings breaking all 
records in the institution’s 45 vear 
history, the Fulton National Bank in 
Atlanta, Georgia, has promoted four 
top officers to new management posts. 

Erle Cocke has been named vice- 
chairman of the board, chairman of 
the executive committee, and chief 
executive officer. William V. Crowley 
has advanced to the presidency and is 
now a member of the executive com- 
mittee; he will be the directing execu- 
tive with responsibility for administra- 
tion and operations. Gordon Jones has 
been promoted to executive vice-presi- 
dent, and Carl M. Floyd to senior vice- 
president. Bolling Jones, Jr., is now 
chairman of the finance committee. 

Mr. Cocke whose name has been 
advanced for the A.B.A. vice-presi- 
dency in 1955, joined the Fulton Na- 
tional in 1938 as a vice-president. He 
became executive vice-president in 
1942 and has served as president for 
the past 10 years. 

Mr. Crowley was connected with 
banks in Atlanta, Miami and Chicago 
prior to becoming vice-president of the 
Fulton National in 1929. He has been 
first vice-president since 1945. 

Mr. Jones has been a vice-president 
since 1949, Mr. Floyd a vice-president 


Fast-growing Fulton National in Atlanta advances four officers to new management positions 


ERLE COCKE 
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since 1945. Mr. Jones, Jr., has been a 
director and a member of the execu- 
tive and finance committees for the 
past 20 years. 


5 


A new bank on the fast-growing 
“east bank” of Jefferson Parish in the 
suburbs of New Orleans, with a start- 
ing capitalization of $1,050,000, will 
open early in 1955 with three banking 
offices. The institution, to be known 
as The National Bank of Commerce 
in Jefferson Parish, will be an affiliate 
of The National Bank of Commerce 
in New Orleans. 


Dale Graham, president of the parent 
bank, will also head the Jefferson 
Parish institution in that capacity. 
Four other directors, Louis H. Clay, 
Shelley Schuster, Victor J. Kurzweg, 
Jr., and Robert M. Walmsley, III, will 
serve as vice-presidents. 


4 


New president. of the Investment 
Bankers Association of America is 
Walter A. Schmidt, senior partner of 
Schmidt, Poole, Roberts & Parke, 
Philadelphia. He succeeds T. Jerrold 
Bryce, of Clark, Dodge & Co., New 
York City. 














IMPERIAL BANK 


OF CANADA 
80th ANNUAL STATEMENT 
CAPITAL $7,000,000 











REST ACCOUNT $15,000,000 


YEAR ENDING OCTOBER 31, 1954 
ASSETS 
Notes of and deposits with Bank of Camada.......cccccessssseesseeseseeees $ 52,556,516 
eques and aad items in transit, net 41,296,932 
Other cash and deposits ; 24,265,734 
Government and Municipal ‘securities, 

SE I IE PIII Soo sacs scecsecss onc csadicnsccenneinseetiasccessteicss 208,825,729 
Other securities, not exceeding market value 22,501,195 
re I, IN ci, daca ccscisekantoncpecosanmehodasbonpueiuemcabiniaipreeigean 17,602,780 
ee MII III os cci.snsce-sunccboscebinchassnarsiebteahsadsodcenondcessese $367,048,886 
Other current loans, less provision for estimated loss..................... 300,996,710 
Mortgages and hypothecs insured under the National Housing 

Act, 1954, less provision for estimated loss....... 1,357,752 
Customers’ liability under acceptances, guarantees and letters 

CE CU, OO IP NI ane sik siciseccesesccvocennqaxssintstoncontvonpeprensnsthaces’ 6,244,694 
Shares of oe controlled by the bank. 2,750,000 
Bank premises... PRS PP LPO 3,943,872 
REIN CII bs Sicacciscesvnscsdcasnecesabénntevensiachabtesindkacinsddianhatehestenbidieeniscedete 32,231 


sista ssacieinnisasins dotincbensscaseciicansnvscipenbbatiacsinemniadadaeennstahiiaid 
Acceptances, - ‘arenas and letters of credit 
Other liabilities... 


TOTAL LIABILITIES TO THE PUBLIC..................... 
Capital, rest account and undivided profits.............:cssssescesseeeeeees 





STATEMENT OF UNDIVIDED PROFITS 


Balance of profits for the year before deducting the undermen- 
tioned items, but after contributions to Staff Pension Fund 
and after making transfers to Contingency Reserves out of 
which full provision has been made for diminution in value 


$682,374,145 


$650, 299,889 
6,244,694 
2,763,533 


$659,308, 116 
23,066,029 


$682,374,145 





of investments and logns.......... 3,842,458 
Provision for depreciation of Bank premises.. ‘ 475,336 
$ 3,367,122 
Provision for Government of Canada Income Taxes in sieiniesii of 
the profits shown above... Spivdimagnavieldiiad 1,818,000 
Balance available for distribution... Svcussistuniplbeetanesteniiduacciice 1,549,122 
Dividends at the rate of $1.20 per s GINEO.isinccorce es $ 840,000 
Provision for Bonus of 30c. per share payable 
ee EE Se ee 210,000 1,050,000 
De I I 50h Fc deen navsidinCaapiniostionnavtiaeblebiysensbacias $ 499,122 
Balance of undivided profits October 31, 1953 .....cccsccsesssesseecseeeses 566,907 
Balance of undivided profits October 31, 1954.........ccecesceeeeeseeeee $ 1,066,029 
REST ACCOUNT 
Balance at credit of account October 31, 1953 ......cccceecceeeesees $ 12,000,000 
Transferred from - naneneesal Reserves on which income taxes 
have been paid lain pa eee aaa aha eed aalat en caintaginntiees basteiaiaeses 3,000,000 
Balance at credit of account October 31, 1954 oo... cece eee $ 15,000,000 


L. S. MACKERSY 
President 


J. S. PROCTOR 





Vice-President and General Manager 


IMPERIAL ‘the bank that sewice built’ 
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One of the two _ vice-presidents 
elected at the annual meeting held 
November 28 to December 3 at Holly- 
wood, Florida, is Delmont K. Pfeffer, 
vice-president of The National City 
Bank of New York. The other is John 
C. Hagan, Jr., of Mason-Hagan, Inc., 
Richmond, Virginia. 

Mr. Schmidt has devoted his entire 
business career, almost 43 years, to 
the securities 
business. He en- 
tered the invest- 
ment field at the 
age of 16, upon 
graduation from 
high school, and 
was first em- 
ployed as a mes- 
senger in the 
Chicago office of 
White, Weld & 
Co. For three 
years he was 
manager of the 
bond department, Standard Trust and 
Savings Bank, Chicago, and prior to 
organizing his own firm he held impor- 
tant posts with the Halsey, Stuart & 
Co. organization. 

Throughout the years Mr. Schmidt 
has worked energetically in behalf of 
the underwriting and securities busi- 
ness. He has been prominently identi- 
fied with the evolution of Invest in 
America Week and played a vital role 
in establishing this project on a na- 
tional basis. He has also helped in 
planning the executive development 
program of the I.B.A., the Institute of 
Investment Banking, sponsored jointly 
with the Wharton School of Com- 
merce, University of Pennsylvania. 





W. A. SCHMIDT 
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A Bucks County, Pennsylvania, farm 
boy, urged by his father into securing 
a job with the bank because he was 
“too frail” to stand the rigors of rural 
life, and a teller who came to the same 


_bank fresh from a business college in 


New Jersey, now form a team that 
represents 140 years of devoted service 


Long years of service 


R. H. HEADLEY 


H. B. HOGELAND 
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¥ wnkers 
eclaim! 


Only Diebold has 
all these features 









yy Saves up to 50% in 
personnel. 


py Reduces number of 
machines. 


& Cuts errors up to 80%. 


py Provides positive signature 
and amount verification. 


p Establishes sound audit 
controls. 


py Protects all records and 
saves space. 


py Improves customer 











relations. 





World’s first fire-resistive Post-to-Check desk by DIEBOLD 


NOW .. . for the first time . . . Post-To- 
Check has been made a sound banking 
procedure! The new Diebold space-saving 
Post-To-Check Desk provides Underwrit- 
ers Laboratories’ certified l-hour fire 
protection at the point of use. It is func- 
tionally designed for efficient filing . . . 
referring ... proving ... posting. It adds 
the vital ingredient that makes the Diebold 


and Protecting Records and Money Since 1859. 


¢ a ¢62 PP @ 8 82 54 
903 Mulberry Road, S. E. 


Canton 2, Qhio 


December, 1954 


Post-To-Check System sound, accurate, 
practical and profitable. 


Let us demonstrate how the Diebold Post- 
To-Check System will improve handling 
3,000 or more personal checking accounts 
and show a profit! Send today for your 
copy of the Diebold Post-To-Check Sys- 


tem brochure. 


| cuece | 





*Desk carries Underwriters’ Laboratories’ 
Class (C) Safe Label including impact. 
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Diebold, Inc. 
903 Mulberry Rd., S.E., Canton 2, O. 


Please send your Post-To-Check 
System brochure. 
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to the First National Bank and Trust 
Company, and to the bank’s customers 
in Newtown, Pennsylvania. 

The farm boy, Horace B. Hogeland, 
is the 92-year-old president of the 
bank. The teller, Redman H. Headley, 
now 84 years old, came to work for 
the bank as a temporary employee, 
“for a couple of weeks—just to fill in.” 

Mr. Hogeland, who began his bank- 
ing days on June 26, 1878, started as a 
bookkeeper-janitor. rose up through 
the ranks until he became president 
of the institution in 1927. There were 
definitely no “banker’s hours with big 





first position with the bank paid him 
the handsome sum of $6.25 for a 70- 
hour week. Even at that, he had to 
battle 17 .other competitors for the 
position. 

Both men live quiet lives, with horti- 
culture the only hobby of Mr. Hoge- 
land’s. And in his own words, Mr. 
Headley’s hobby is the bank. 

Today, the Newtown bank’s resources 
are roughly $9,000,000, with the capital 
stock in the neighborhood of $750,000. 
Both bankers are in agreement that 
they have but one ambition—to live 
long enough to see resources pass the 






































pay” in those days. Mr. Hogeland’s $10,000,000 mark, and the capital stock 
When it is 69 Degrees 
at 2:33 P.M. 
in WACO, TEXAS at the 
Citizens National Bank 
1 
or when it is 
any other temperature 
at any other time 
day or night 
the new DOUBLE TT 
Time and Temperature 
indicator sign identifying 
this bank, will 
accurately report it. 
AMERICAN Every five seconds 
alternately and continu- 
SIGN ANY ously this public service 
will identify this 
INDIE ATOR progressive institution. 
Your bank’s inquiry 
CORPORATION is invices 
808 E. SPRAGUE AVE. SPOKANE, WASHINGTON 
141 W. JACKSON BLVD. CHICAGO, ILLINOIS 
54 
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hit $1,000,000. With Newtown in the 
heart of one of the world’s fastest 
growing industrial areas, both of these 
gentlemen have a very excellent chance 
of getting their wish. 


* 


A major change in the top executive 
staff of the Citizens & Southern Na- 
tional Bank in Atlanta, Georgia, has 
been announced. 

Lawrence L. Gellerstedt has been 
promoted from executive vice-presi- 
dent to senior vice president. Robert 
F. Adamson is 
now executive 
vice-president 
and also has 
been named to 
the bank’s At- 
lanta advisory 
board. 

As senior 
policy officer for 
the C&S Atlanta 
operations, Mr. 
Gellerstedt will 
devote full time 
to the bank’s 
lending activities and business develop- 
ment. Mr. Adamson will assist him in 
these activities and also assumes many 
of the internal administrative and or- 
responsibilities formerly 
handled by Mr. Gellerstedt. 

Following extensive banking experi- 
ence in Alabama and Pennsylvania, 
Mr. Gellerstedt was made executive 
vice-president in 
Atlanta in 1939. 
He is president 
of the C&S 
Emory Bank, 
and among his 
many outside 
activities, Mr. 
Gellerstedt has 
served as presi- 
dent of both the 
Atlanta Cham- 
ber of Com- 
merce and the 
Atlanta Clearing 








L. L. GELLERSTEDT 


R. F. ADAMSON 


House Association. 

A member of the bank’s executive 
committee, Mr. Adamson is also di- 
rector of both the C&S Bank of At- 
lanta and the C&S Buckhead Bank. 
He is a past president of the Atlanta 
Conference of the National Associa- 
tion of Bank Auditors and Comp- 
trollers. 
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Under its aggressive three-man top 
management team, The San Francisco 
Bank has taken another step in its 
expansion program. It has adopted a 
new name: First Western Bank & 
Trust Company. 

The bank’s trio of senior executives 
include T. P. Coats, chairman of the 


Burroughs Clearing House 




















Op- 


any 
or- 
arly 


eri- 
nia, 
tive 
> in 
939. 
ent 
x S 
nk, 
his 
ide 
Mir. 
has 
esi- 
the 
am- 
m - 
the 
‘ing 


tive 

di- 
At- 
ink. 
nta 
Cia- 


top 
isco 
its 


ives 
the 


December, 1954 








Today, in factories everywhere, safety 
engineers have worked wonders in elimi- 
nating industrial hazards. And yet — 
even in the most modern plants —a 
medical department is still necessary. 

Why? Because workmen still get 
injured. 

Today, too, strengthened internal con- 
trols and searching audits are protecting 


banks against employee dishonesty. And 


yet — dishonesty losses are increasing 
both in size and frequency. 

That’s why hundreds of bankers — 
to be fully protected against financial 
loss from dishonesty — are now securing 
adequate, well-planned A:tna Blanket Dis- 
honesty Insurance. 

Programming such protection requires 
the skill and experience of your local 
Etna representative. By consulting him, 
you can be certain that your bank has 


adequate and proper fidelity coverage. 





ZETNA CasuaLty AND SuRETY Company 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY 
Etna Life Insurance Company 
Etna Casualty and Surety Company 
Hartford 15, Connecticut 


FIRE AND MARINE 
Automobile Insurance Company 
Standard Fire Insurance Company 
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Burroughs presents the complete Sensimatic 


bank bookkeeping machine with automatic check count 
© 
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Here’s the machine that’s starting talk wherever AUTOMATIC REGISTER TOTALING 
bankers get together. It’s the new Burroughs 
Sensimatic Bank Bookkeeping Machine. There is 


Totals of old balances, activity count, and 
no other bookkeeping machine quite like it. There - 


totals of checks and deposits, and new balances 
. . are automatically accumulated. These totals 
is no other machine that does so much . . . so are available with just a turn of the job selector 
fast, so economically. knob and one touch on the motor bar. 
Here are just a few of the features bankers are 
talking about: 


SIMPLIFIED ERROR CORRECTION 
AUTOMATIC CHECK COUNT 

Completely new, completely automatic check 
count—either progressive or non-progressive 


To correct check and deposit errors, the oper- 
for whatever system you prefer to use. 


ator simply indexes the incorrect amount and 


depresses one of two special keys—EC (check 
error correction), DC (deposit correction). 


Burroughs Clearing House 
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Another big advantage of this new Burroughs 
Sensimatic is its ability to be both an accounting 
machine and an adding machine. The platen is 
split for a list-posting tape. Check lists may be 
prepared during the posting operation. Trial 
balances and miscellaneous listing may be per- 
formed independently. And a turn of the job 
selector knob converts this versatile Sensimatic to 
handle additional accounting operations as well. 


All these automatic features make this Burroughs 
Sensimatic simple to operate and practically 
error-proof. This, of course, means fast, accurate 
posting and high economy. 


> 
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Why not see the new Burroughs Sensimatic Bank 
Bookkeeping Machine in action? Your Burroughs 
man will be happy to give you a complete demon- 
stration. Call him soon. Burroughs Corporation, 
Detroit 32, Michigan. 
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board; Rudolph A. Peterson, recently 
named chairman of the executive com- 
mittee; and Henry Verdelin, president 

Mr. Coats explains that the bank’s 
name was changed because the 86- 
year-old institution long ago departed 
from the unit bank or “home city only, 
one bank” philosophy. 

“We are planning for the further 
growth. of California and the West,” 
says Mr. Coats. “This new name of 
ours will more accurately portray the 
part we hope to play in this period of 
expansion.” 

Further evidence of the aggressive 
plans of First Western Bank is the an- 
nouncement by Chairman Coats that 
his bank (subject to supervisory ap- 
proval) would buy banking subsidi- 
aries from Transamerica, to create 
a new California banking system of 
more than $800,000,000 with offices in 
55 cities. 

Largest of the acquired institutions 
would be the $62,000,000 First Trust & 
Savings Bank of Pasadena, the $45,- 
000,000 First National Bank of Santa 
Ana, and the $21,000,000 First National 
Trust & Savings Bank of Santa Bar- 
bara. 

The predecessor of the First West- 
ern Bank & Trust Company was or- 
ganized in 1868 as the German Savings 
& Loan Society. In 1918 it became the 
San Francisco Savings & Loan Society, 

















T. P. COATS 





H. VERDELIN 








R. A. PETERSON 


Guide expansion of newly named First Western Bank 


and in 1924 The San Francisco Bank. 
For many years a savings bank, it 
expanded into commercial activities in 
1952. A second big step came in July 
of this year, when the Central Bank 
of Oakland was acquired. Total re- 
sources of the consolidated institution 
were $543,000,000 at recent date. 


° 


A consolidation plan has been an- 
nounced for the American National 
Bank and Fletcher Trust Company, 
Indianapolis, Indiana, which will re- 
sult in a $305,000,000 institution with 


a total of 17 offices. It is proposed 
that the new institution, to be named 
the American Fletcher National Bank 
and Trust Company, will become a 
reality on January 1. 

The top management is to be as 
follows: Elmer W. Stout, chairman 
of the board; William B. Schiltges, 
vice-chairman of the board and chair- 
man of the executive committee; 
Evans Woollen, Jr., president; Harold 
S. Cross and Norman Metzger, senior 
vice presidents. 

The new bank will have 25 directors, 
taken from the two present boards. It 
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is proposed that those not made direc- 
tors at the time of consolidation will 
serve on an advisory committee, and 
that rotation will be made each year 
among directors and the advisory 
committee. 


* 


Philip W. Kniskern, prominent 
mortgage banker, realtor, and ap- 
praiser, has added a private airplane 
to his professional kit, and feels that 
it is as important in some cases as 
the slide rule, camera and other equip- 
ment for his appraisal and real estate 
counseling work. 

In addition to being a leader in these 
two fields, Mr. Kniskern is board chair- 
man of the First Federal Savings and 
Loan Association, New York City, 
and president of the First Mortgage 
Corporation, Philadelphia. 

With his son, Philip N. Kniskern, as 
pilot he now makes an aerial survey 
of each suburban or outlying realty 


Plane for realty studies 


development before making his ground 
study. “From the private plane you 
can both see and photograph a ‘living 
map’ of the entire surrounding area,” 
Mr. Kniskern explains. “There is 
nothing like a study from the air to 
place any property in its proper physi- 
cal perspective to all of its surround- 
ings.” 

Mr. Kniskern directed the appraisals 
of some 3,000,000 American homes for 
the Home Owners Loan Corporation 
during the 30’s, and was a leader in 
organizing the American Institute of 
Real Estate Appraisers. 


+ 


Consolidation of the Commercial 
National Bank and the Continental- 
American Bank and Trust Company 
has been completed, resulting in an 
institution with resources of more 
than $126,000,000 in Shreveport, Lou- 
isiana. 

The expanded bank will operate 
under the Commercial National name. 
Executive officers include: N. H. 


December, 1954 
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Wheless, chairman of the board; J. W. 
Baker, president; Ray P. Oden, vice- 
chairman of the board and first vice- 
president; Lloyd D. Leeper, Allen O. 
Graves and R. McL. Jeter, senior vice- 
presidents; and J. A. Walden, vice- 
president and cashier. 

Val Murrell, president of the Con- 
tinental-American, will not be active 
for health reasons but will become a 
Commercial National director. 


e 


A top New York City advertising 


executive, Royal M. Alderman, has 
joined the Valley National Bank, 


Phoenix, Arizona, as a vice-president 
and coordinator of advertising, public 
relations and business development. 
He recently concluded 25 years of 
service with McCann-Erickson, Inc., 
advertising agency, where he was a 
vice-president and director. 


e 


One of the nation’s best known and 
most dynamic bankers, Robert M. 
Hanes, has announced that he plans to 
retire in January, 1956, to a life devoted 
to hunting, fishing, reading, and public 
service. The president of Wachovia 
Bank and Trust Company, Winston- 
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Salem, North Carolina, and former 
president of the American Bankers 
Association (1939-40), will be 65 years 
of age next September. 


° 


George R. Boyles, president and 
board chairman of the Merchants Na- 
tional Bank in Chicago, has been en- 
dorsed for the 
office of treas- 
urer of the 
American Bank- 
ers Association 
this next Fall. A 
campaign in his- 
behalf has been 
launched by his 
friends through- 
out the country, 
and the Illinois 
Bankers Associ- 
ation has placed 
his name in nomination. 

Mr. Boyles has been in association 
work for many years. In the A.B.A., 
he was a member of the executive 
council in 1943-46 and 1951-52, chair- 
man and a member of the nominating 
committee for 1950-52, a member of 
the Savings Bond Committee since its 
inception to 1951, on the administra- 
tive committee in 1951-52, chairman 
of the committee on federal legislation 
for 1952-54 and reappointed for the 
coming year. He was state vice-presi- 
dent of the A.B.A. in 1945 and presi- 
dent of the Illinois Bankers Associa- 
tion in 1943-44, 


G. R. BOYLES 
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George Curran has been promoted 
from assistant vice-president to vice- 
president in the in- 
ternational bank- 
ing department at 
the San Francisco 
head office of Bank 
of America. 

Mr. Curran 
serves as head of 
the Far Eastern, 
Australian and 
New Zealand rela- 
tions in that de- 
partment. He has 
been with the bank since 1926 and is 
widely known in the international 
banking field. 














G. CURRAN 
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Nicholas A. Mullins, who after 47 
years of service has retired from the 
United States Trust Company, New 
York City, has many reminiscences of 
unusual incidents with clients during 
his long experience. 

In recent years Mr. Mullins has 
handled the physical and_ personal 
effects in estates: such matters as hav- 
ing jewelry and household effects ap- 
praised and arranging for their sale 
according to will provisions. Many of 
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Helping solve business problems is a big part of the banker's job 





rience and the combined talents of experts in 
every field of commercial banking plus the facil- 
ities of a world-wide network of correspondents. 
Your man at the Irving is particularly anxious 
for you to realize that any question—no matter 
how complicated—will be welcomed. Just get in 
touch with him—he’ll be glad to talk with you. 


Total resources over $1,400,000,000 


Ricuarp H. West, President 











these chores required considerable 
strategy and tact. 

Mr. Mullins well recalls, for instance, 
the spinster client who at last decided 
to part with a piano that had belonged 
to her mother, who 
had been a famous 
musician, and 
which to the client 
was most sacred 
but too small for 
her new apartment. 
Mr. Mullins was re- 
quested to come to 
her home with the 
auctioneer, and 
was told that by no 
means was the 
piano to be opened. He assured her 
that her wishes would be completely 
followed, and gave the mover careful 
instructions. On the moving date, Mr. 
Mullins and the mover went upstairs 
to repeat the assurance. Just then a 
loud bang was heard, followed by a 
spirited piano rendition of “Alex- 
ander’s Ragtime Band” by the mover’s 
son, whereupon the client fainted. 
After the son was rushed out, the client 
was revived, taken to lunch, and a very 
tense conversation followed. Finally, 
with the assurance that the boy would 
never again be allowed to touch her 
property, she consented to have it 














N. A. MULLINS 


moved to the auction galleries provided 
the cow horns and fox tails were taken 
off the son’s truck! 
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Richard G. Kimmerer is president of 
the Central National Bank, - Canajo- 
harie, New York, which has been 
formed through merger of the First 
National Bank of Canajoharie and the 
First National Bank of Middleburg. 
The new institution has total assets of 
about $21,000,000 and capital funds in 
excess of $2,000,000. The merger was 
approved by stockholders of both banks 
without a single dissenting vote. 


The majority stock interest in the 
Security National Bank, Cairo, IIli- 
nois, has been acquired by Barney 
Fisher, president of Barney Fisher and 
Associates, paper mill agents of St. 
Louis, Missouri. Mr. Barney will ac- 
tively direct the bank’s management 
as president and chairman of the 
board. 


* 


Through a purchase arrangement, 
the Fidelity-Baltimore National Bank 
and Trust Company has acquired the 
National Marine Bank, Baltimore, 
Maryland. George W. Reed, president 


of the latter institution, and Vice- 
President John Sellors are to be vice- 
presidents of the Fidelity-Baltimore 
National. Cashier C. Milton Lancaster 
will be assistant vice-president and 
C. S. Sauerwein assistant cashier. 


* 


J. Lawrence Kolb has been advanced 
to senior vice-president and a director 
at the Marine 
Midland Trust 
Company of 
Southern New 
York, Elmira, 
succeeding his 
close associate, 
Irving T. Skeels, 
who died in Sep- 
tember. Long 
recognized as an 
authority on in- 
vestments, on 
which he wrote 
numerous articles and lectured fre- 
quently, Mr. Kolb has recently worked 
with Mr. Skeels in the loan and credit 
field. He was named financial vice- 
president last year. 


J. L. KOLB 
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Tombstone, Arizona—riotous min- 
ing town of 15,000 in the 80’s, and once 
far-famed for the immense wealth of 





Meet Evan Drake. If you’re interested in 
the Greater Philadelphia trading area, 
Mr. Drake and his colleagues are good 
men to know. As First National corre- 
spondent banking specialists, they work to 
keep transactions on a personal level. And 
according to our correspondents, they 
are succeeding admirably. 
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her silver mines—until recently had no 
place for her present 850 citizens to 
deposit their funds. The last bank in 
Tombstone: closed its doors 25 years 
ago. 

But now Tombstone residents have 
a bank office that reflects the town’s 
past history, and also the philosophy 
of Frank Cullen 
Brophy, _political- 
historical writer, 
cattleman and pres- 
ident of The Bank 
of Douglas, who 
makes a_ specialty 
of branches that 
capture the _ his- 
torical significance 
of the Arizona 
community in F. C. BROPHY 
which they are 
located. The new Tombstone branch 
looks as much like an old-time saloon 
as a bank, with its shed roof over 
Western posts, double entrance doors 
and barred windows. 

Along with his ideas of bringing the 
colorful Arizona history into the bank- 

















Replica of Old West 


ing business, frontier-minded President 
Brophy has discovered bonanzas in 
the branch offices he has located in 
small communities and city suburbs. 
They have made The Bank of Douglas 
the fastest growing bank in the nation 
in 1952 and near the top percentage- 
wise in 1953 and 1954. 


° 


Walter D. Behnke and Fred J. Mc- 
Cune were recently named vice-presi- 
dents at the Old Kent Bank, Grand 
Rapids, Michigan. Both formerly as- 
sistant vice-presidents, Mr. Behnke has 
been in charge of the credit depart- 
ment and will now be a loan officer, 
while Mr. McCune has been in charge 
of bank operations but is currently 
working with Chester F. Idema, vice- 
president and manager of the Pantlind 
Hotel office who is scheduled to retire 
at the end of 1955. 


a 


Allerton C. Hickmott has been elec- 
ted president of the State Savings 
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Bank, Hartford, Connecticut, to suc- 
ceed the late Charles A. Goodwin. 
Judge George H. Day will succeed 
Mr. Hickmott as vice-president, and 
Ralph W. Chapin, secretary-treasurer 
will continue as the bank’s operating 
officer. 


* 


Nelson M. McKernan, widely known 
vice-president in the out-of-town 
banking department at Manufacturers 
Trust Company, 
New York City, 
retired from that 
post last month 
but he is far 
from through 
with banking. 

He has be- 
come president 
of Colonial 
Trust Co., Wil- 
mington, Dela- 
ware, succeeding 
R. Abbott Sin- 
now chairman of the 
McKernan has also been 
member of the executive 











N. M. McKERNAN 


skey who is 
board. Mr. 
elected a 


committee of CorpAmerica, Inc., a 
holding company, whose controlling 
interests also control Colonial Trust 


Co. In the CorpAmerica post, he will 
serve as consultant to the board of 
directors in matters pertaining to the 


purchase of bank stocks, and will be 
in charge of its portfolio of stock 
interests in financial institutions. Corp- 
America currently has holdings in 24 
banking institutions. 


+4 


Rolf Haugan, formerly a vice-presi- 
dent of the Greenwich (Connecticut) 
Trust Company, has been elected pres- 
ident and a director of the 130-year-old 
Danbury (Connecticut) National Bank. 
Mr. Haugan succeeds the late Charles 
Jost as president. 


5 


A feature article in a recent issue of 
a Des Moines newspaper pays tribute 
to Roy A. Sweet, president of the 
Story County State Bank, Story City, 
Iowa, for his progressive farm banking 
operation. 

Mr. Sweet, president of the Iowa 
Bankers Association in 1951-52, earlier 
this year received a “Distinguished 
Farm Banker” citation at Kansas City, 
Missouri. He is noted for encouraging 
young people with loans and advice, 
and for making loans to increase farm 
productivity or to rehabilitate the soil. 


° 


Due to its tremendous growth, In- 
vestors Diversified Services, Inc., Min- 


neapolis, has been undergoing an 
expansion in its management. The 
most recent addition is Malcolm D. 
Campbell, formerly southeastern re- 
gional sales manager, who has been 
appointed general sales manager. He 
will serve under Grady Clark, who has 
been both vice-president and general 
sales manager in recent years. 
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Cecil W. Lyon recently resigned his 
post as a national 
bank examiner to 
become a vice-pres- 
ident of the First 
National Bank of 
Omaha, Nebraska. 
Mr. Lyon became 
a national bank ex- 














aminer in 1928 and 
in that work con- 
ducted several 
thousand examina- 
tions. He has beena 
bank receiver, and supervising exami- 
ner of the F.D.I.C. 


Cc. W. LYON 


+ 


Gradually, the women officers in 
banks are working up to higher levels. 
This is exemplified in the career of 
Gertrude M. Jacobs at the Marshall & 
Ilsley Bank, Milwaukee, Wisconsin. 
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She joined the institution in 1920, was 
made an assistant cashier in 1926, 
moved up to assistant vice-president in 
1945, and now has been appointed vice- 
president. 

A new addition to the correspondent 
bank department is Herbert F. Ibach, 
formerly chairman of the State Bank- 
ing Commission in Wisconsin and 
more recently with the Federal Re- 
serve Bank of Chicago, who has been 
named an assistant vice-president. 

Promoted to assistant vice-presi- 
dents are Edward I. Van Housen, A. 
N. Renner, Stanley W. Fieek and 
Donald N. Baxter. New assistant 
cashiers include R. O. Sandow, W. H. 
Thielker, A. J. Wolfgram and R. L. 
Sullivan, 


e 


Robert D. Kerr has joined the Tower 
Grove Bank and Trust Company, St. 
Louis, Missouri, as 
executive vice- 
president. He has 
been with the First 
National Bank in 
St. Louis since 
1929, and a _ vice- 
president since 
1943. He is a for- 
mer president of 
the St. Louis Chap- 
ter, American In- R. D. KERR 
stitute of Banking, 
and a past member of the Institute’s 
national executive council. He is also 
a former president of the Bankers In- 
stallment Credit Association of St. 
Louis. 





* 


Jacob Magenheimer has been ap- 
pointed a vice-president of the Chase 
National Bank, 
New York City. He 
has been with the 
bank for 40 years, 
and is associated 
with the official 
staff handling com- 
mercial and bank- 
ing relationships in 
the South. 

Elevated to sec- 
ond vice-presidents J-MAGENHEIMER 
are Frank W. Burr 
and Melvin D. Lake, trust department; 
Carl E. Haugen, midwestern district; 
and Harold C. Taylor, bond depart- 
ment. A. F. Pardey and F. M. Richards 
have advanced to assistant cashiers, 
E. B. Maybeck to investment officer, 
and R. G. Keneven to estate planning 
officer. 
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One of Utah’s most highly-regarded 
bankers, Alex Hedquist, has partially 
retired although he retains the chair- 
manship of the Farmers and Mer- 
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chants Bank, Provo. He has turned 


fy the presidency over to Victor J. Bird, 
1H) who has long been executive vice- 
president. é 
Now past 80, Mr. Hedquist when he 
a 2 a & was past 60 assumed the task of sal- 
? « : 





vaging the bank in 1932, and his asso- 
ciates refused to allow him to relin- 
quish the load despite his other busi- 
ness interests. He is a past president 
of the Utah Bankers Association. 
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John Watts has been appointed a 
vice-president of 
the Bank of the 
Manhattan Com- 
pany, New York 
City. Mr. Watts 
recently returned 
from five years’ 
residence in Lon- 
don, England, 
where, as Euro- 
pean representative 
J. WATTS of the bank, he 
covered Western 

Europe, the Middle East and North 
Africa. He will now be connected with 








35 VALLEY the bank’s domestic division. 
OFF 
7 NATIONAL ° 
HOME OFFICE 
Phoenix BANK ? Edmund F. Norden has been ap- 





pointed comptroller of The Hackley 
Lorgest Bawh inthe 2 ms Sti Jnion Nati 
ong Ww ooh Mountain States Union National Bank, Muskegon, 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION Michigan, and will be directing head 
of the institution’s audit and audit 
control division, whose _ responsibili- 
ties have been broadened considerably. 
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THIS EASY WAY R 
obert H. 7 as , 
anne... t Bolman, who has served 


ECONOMY, since 1948 as vice-president and a 
SYSTEM, director of the 
SAFETY! Oakland Bank of 

Commerce, Oak- 
land, California, 
has joined The 
Bank of California, 
N.A., as vice-presi- 
dent. 

Mr. Bolman is 
currently president 
of the Independent 
Bankers Associa- R. H. BOLMAN 
tion of Northern 
California and a past president of the 
BA stonact sokes Independent Bankers Association of 
Southern California. 
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| banks and other lenders. Other officers 





include Vice-President Charles A. 
Peterson, formerly of the Liberty 
Mutual Insurance Company, Treasurer 
Wilbur Purrington, executive vice- 
president, Riverside Trust Company, 
Hartford, and Seecretary Joseph W. 
Ress. 

Credit life insurance, first sold in 
the United States in 1917, has grown 
tremendously in recent years. From a 
volume of $380 million in 1940, there 
was $8 billion in credit life coverage 
in 1953. 


o 


The view below depicts a notable 
instance of bank cooperation with the 
insurance fraternity. It shows Frederic 
C. Wheeler (right), vice-president, 
Fidelity-Philadelphia Trust Company, 








Bank’s insurance scholarship 


awarding a chartered life underwriter 
scholarship to Charles J. Chambers, a 
local representative of the Prudential 
Life Insurance Company. 

The scholarship provides four years 
of study at the Wharton School of the 
University of Pennsylvania. It is now 
being awarded annually by the bank 
to an insurance underwriter in the 
Greater Philadelphia area who has 
proved outstanding in his field. 


e 


Two bankers are among the many 
executives who are actively interested 
in one of the most unique youth train- 
ing activities in the world. It is the 
George “Junior Republic,” a self-con- 
tained community near Ithaca, New 
York, which reproduces for teen-age 
youngsters the living and working con- 
ditions that await them in the adult 
world. Harold S. Seal, assistant vice- 
president, Bankers Trust Company, 
New York City, is treasurer and a di- 
rector of this noteworthy project that 
was launched 60 years ago. J. Wilbur 
Lewis, president of the Union Dime 
Savings Bank, New York City, heads 
the savings banks division in a fund- 
raising campaign to expand this pro- 
gram. 

Some 125 young citizens, ranging in 
age from 13 to 19, operate the national, 
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non-sectarian “Republic” on a year- 
round basis. They run their own legis- 
lative, government and law enforce- 
ment agencies. All financial trans- 
actions are conducted in a special Re- 
public currency backed by the U. S. 
dollar, and issued by a Citizens Bank. 
The citizens are paid for what they 
do in their academic and vocational 
training, and they use their wages to 
pay room and board and also income 
taxes to support their government. 


° 


At the Union Bank & Trust Com- 
pany, Los Angeles, 
California, Rodgers 
L. Wyckoff has 
been named vice- 
president and loan 
officer. Mr. Wyc- 
koff was formerly 
vice-president of the 
Liberty National 
Bank & Trust Com- 
pany, Louisville, 
Kentucky, where 
he had been affili- 
ated since 1933. He started his banking 
career in 1927 with the Chemical Bank 
and Trust Company in New York City. 

Rod Maclean, assistant vice-presi- 
dent at Union Bank & Trust Co. and 
recently elected president of the Finan- 
cial Public Relations Association, has 
been advanced to customer relations 
and business development work for the 
bank. His successor as advertising 
manager is Edwin F. Wirsing, who 
has served as assistant to Mr. Maclean 
since 1951. 





R. L. WYCKOFF 


€ 


Dorsey D. Hopwood, well known to 
Southwest bankers 
as a national bank 
examiner, was re- 
cently appointed 
vice-president of 
the City National 
Bank at Houston, 
Texas. Mr. Hop- 
wood had become 
national bank ex- 
aminer in the 
Eleventh Federal 
Reserve District in 
1949. He will be associated with the 
City National’s correspondent bank 
department. 





D. D. HOPWOOD 


* 


A new director at the First National 
Bank, Shreveport, Louisiana, is T. B. 
Lanford, who has many radio and 
television interests in addition to being 
prominent in real estate development 
and home building. 


* 


The appointment of J. Roy West as 
assistant vice-president was recently 
announced by the American National 
Bank and Trust Company of Chicago. 
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Our profit hit 4 new high when we put in 
Cummins coupon system 


The Cummins Coupon Payment 
System builds customer good will by 
providing maximum convenience for 
any method of payment—mail, walk- 
in, night box, or drive-in. Each cou- 
pon carries complete information — 
code and account number, due date, 
amount of payment—and this can all 
be filled out in a few seconds. 

You eliminate either the mailing of 
payment-due notices or the mailing 


wi w, a as | 
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back of pass books with the Cum- 
mins Coupon Payment System. This 
saves you 33¢ per account per year 
in postage alone! 

The new Cummins perforated cou- 
pon is more legible than one filled in 
by any other method . . . increases 
sorting and posting efficiency and 
eliminates customer errors. Users 
have found that Cummins coupons 
reduce irregular payments to a mini- 
mum. And the coupons can also pro- 
vide space for savings deposits by 
mail! 

For full information on this con- 
venient, low-cost, customer-building 
system, mail coupon below. 


Cummins Coupon Payment Perforator 
marks all necessary information in all cou- 
pons simultaneously — quickly, neatly and 
legibly. Available for marking information 
in one or two lines, 16, 18, or 32 digits. 


Commins 





CUMMINS BUSINESS MACHINES 
Division of Cummins-Chicago Corp. 


Dept.BCH-124,4740 N. Ravenswood Ave., Chicago 40, Ill. 
Please send me full information on Cummins Coupon Payment 











Cummins 

Business tol 
Machines 

sales and Name 

service Name of Bank 
offices in 
principal cities. Address of Bank 
City 


State 
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statement 
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condensed general statement as at October 31, 1954 




















Cash Resources (including items in transit)..........sseeee $ 98,086,801 
Government of Canada and Provincial Govern- Not 
MRE GUCOEMINSs 6 occ cvctscoccsiccesccscéecces p> Gheseling 206,161,497 
Municipal and Other Securities.................) market value 32,647,831 
IE vas ait6 5.065060 tb ckadeenenccewenaqes 9,743,101 
Senin ONE CO OR so, Cf 6c. cne wen.c.5hscccecccessce 231,919,812 
Mortgages and Hypothecs insured under the N.H.A., 1954 2,404,365 
IN ais Tac cidn eed wiaaakwdebeinw eee i alee nee 9,711,708 
Customers’ Liability under “Acceptances, Guarantees and 
Letters of Credit, as per contra............e000- gate ais wi as 2,880,287 
ENG cs bob deue sob 0s 655 sX dissed ebRs bedee sk saeee aa 8,214 
$593,563,616 
LIABILITIES 
aia Sis o.oo de vinses ee ch eaaeseacinrsee dine dace $564,272,178 
Acceptances, Guarantees and Letters of Credit outstanding... 2,880,287 
POE ROMEIOB, 0.0:0.0:000000000% Sk Since a Wes totic 4 eraser te bball 1,739,779 
SE Ss ocecenededncecensenseans cone $6,000,000 
PA cee veccccdeceeces se eeeser enue 18,000,000 
PE ND 855.5'50:5550500000%040000s Ren 671,372 24,671,372 
$593,563,616 





STATEMENT OF UNDIVIDED PROFITS (Eleven Months) 


Balance of profit for the eleven months ended October 31, 














1954 before deducting the undernoted items, but after 

making transfers to contingency reserves out of which full 

provision has been made for diminution in value of invest- 

ments and loans............s000- coeecesoceeesseeesoes coe $ 3,506,629 
Less: 

Provision for Depreciation on Bank Premises $ 648,268 

Provision for Taxes on Income............+:. 1,488,010 2,136,278 
Balance available for Distribution......... snckesesvaeeoeons $ 1,370,351 

Di ceedbsdsestesetanseneseresnenedee $ 840,000 

Provision for Extra Distribution to Share- 

holders payable December 1, 1954......... 180,000 1,020,000 

Balance carried forward............ ceceoececescescoesoocee $ 350,351 
Balance of Undivided Profits, November 30, 1953.......... 321,021 
Balance of Undivided Profits, October 31, 1954........ee0- $ 671,372 








B. S. VANSTONE, President WM. KERR, General Manager 
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CANADIAN BANKING 








Two Big Canadian Banks 
In Merger Program 

A merger of The Dominion Bank, 
founded in 1891, and The Bank of 
Toronto, founded in 1856, both with 
head offices in Toronto, was recently 
approved by Canadian Minister of 
Finance Walter E. Harris. The merger 
plans will be submitted for approval 
by shareholders at their annual meet- 
ings in Toronto later this month and 
little or no opposition to the merger is 
expected. 

The amalgamation of the two banks, 
which had been rumored since early 
last Fall, is the first bank merger in 
Canada since 1931. In that year the 
Imperial Bank of Canada absorbed the 
smaller Weyburn Security Bank with 
its branches in Saskatchewan. 

The new Toronto-Dominion Bank, 
with assets of about $1,100,000,000, 
will become the fourth largest bank in 
Canada and will rank after The Royal 
Bank-of Canada, the Bank of Montreal, 
and The Canadian Bank of Commerce. 
The Bank of Nova Scotia will go from 
fourth to fifth largest as a result of 
the merger. The new bank will have 
448 branches throughout Canada, a 
branch in London, England and one in 
New York City. 

In a joint statement issued Novem- 
ber 1, spokesmen for the new bank 
said the merger would unite two 
strong institutions for the purpose of 
rendering greater service to their cus- 
tomers and the Canadian public in 
general. Moreover, the statement con- 
tinued, the merger would mean an im- 
proved and enlarged nation-wide cov- 





By JAMES MONTAGNES 


William Kerr B. S. Vanstone 








Robert Rae A. C. Ashforth 


They will head the newly merged Toronto-Dominion Bank 


erage through the bank’s branches and 
consequently, would create greater 
competition, and not less, in the Cana- 
dian banking field. This competition, 
said the statement, should result in 
better service for both large and small 
businesses. 

Officers of the new bank will be B. S. 
Vanstone, chairman of the board, and 
now president of The Bank of Toron- 
to; Robert Rae, vice-chairman, now 
president of The Dominion Bank; A. 
C. Ashforth, president, now vice-pres- 
ident and general manager of The 
Dominion Bank; and William Kerr, 
general manager, and now general 
manager of The Bank of Toronto. The 
two vice-presidents from each bank 
will hold the same position in the new 
bank. They are: H. J. Carmichael, L. 
G. Gillett, R. S. McLaughlin, and 
Thomas Wilding. The directors of both 
banks will comprise the board of the 
new bank. 

The issued capital will be $15,000,- 


Merger purpose: To create a stronger, more competitive bank 











Statistics on New Billion Dollar Bank 

Bank of Dominion Toronto- | 
No. of branches: Toronto Bank Dominion - 
Be RN gs os bas awe doe OOD 150 127 277 
eT See ee ee eee 1 4 5 

rr rere rrr? rae 26 16 42 | 

Oe ree rt ree 61 31 92 | 
In British Columbia............. 18 12 30 

DEEL. ebclGaiee se kates ons a sees 256 192 448 | 
ee SIO nk 6 hie eke aee $ 9,722,000 $ 8,566,000 $ 18,288,000 
er eee re rere roe 573,465,000 518,964,000 1,092,429,000 
Authorized capital, par $10......... 10,000,000 10,000,000 30,000,000 
Outstanding capital ............... 6,000,000 7,000,000 15,000,000 
Reserve (rest account)............ 18,000,000 14,000,000 30,000,000 
ry hee ee rie 321,021 642,462 963,483 
Hauity per Ghere. 2.2.0 00ccccccossse 40.54 30.92 30.64 
Earned per share 1953............ 2.17 1.99 bos 

Recent price per share............. 57.00 42.75 
Source: The Financial Post, Toronto 
L i ee SI aS AT 
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000, with a reserve fund of $30,000,- 
000. Of the 1,500,000 shares par value 
to be issued, 800,000 shares will go to 
shareholders of The Bank of Toronto 
and 700,000 shares to The Dominion 
Bank shareholders. The Bank of 
Toronto shareholders will receive four 
shares in the new bank for each three 
shares presently held, while share- 
holders of The Dominion Bank will re- 
ceive share for share. Division of the 
issued capital of the new bank is in 
proportion to shareholders’ equity in 
the two banks, $21,000,000 in the case 
of the Dominion Bank and $24,000,000 
in the case of the Bank of Toronto 
after a transfer of $2,000,000 from the 
tax paid reserve of the latter. Annual 
dividend proposed is the same as the 
present rate paid by both banks, $1.30 
per share. 

Simultaneous with the official ap- 
proval, spokesmen for the new Toron- 
to-Dominion Bank announced that a 
nation-wide expansion program, first 
in the eastern Maritime provinces and 
later in Western Canada, particularly 
British Columbia, will be the first big 
result of the merger. 


° * o 


Bank Financing 


At its annual meeting this month 
The Bank of Montreal plans to ask 
shareholder approval of a by-law au- 
thorizing the bank to increase its 
share capital from 5,000,000 to 7,500,- 
000 shares at $10 par value. This pro- 
posal was announced by Gordon R. 
Ball, the bank’s president, and will 
mark the first increase in authorized 
capital since 1928. The proposal fol- 
lows the offer to stockholders last 
August to subscribe to 900,000 addi- 
tional shares at $30 a share on the 
basis of one additional share for each 
four held. This stock offering brings 
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the bank’s outstanding shares to a 
total of 4,500,000. The proposed share 
capital increase will make the bank’s 
authorized capitalization the largest of 
any Canadian bank. 


° 


The Royal Bank of Canada has de- 
cided that from a certain date yet to 
be announced, the capital stock of the 
bank will be changed from book stock 
to ordinary registered stock, repre- 
sented by certificates transferable in 
the usual way. James Muir, presi- 
dent of the Royal Bank of Canada, 
pointed out that this was a change in 
the practice of Canadian banks, which 
up till now have only issued book stock. 
The change is designed to make trans- 
actions in the bank’s shares more con- 
venient for shareholders by enabling 
them to deal with the shares in the 
same way as other listed stock. 


e e e 


Bank Open Five Nights 
Through customer demand, the Pro- 
vincial Bank of Canada, Montreal, now 
keeps open evenings Monday to Fri- 
day from 7 to 8 p.m. The innovation 
began in the Montreal area in mid- 
September and marks a new trend for 
Canada’s chartered banks. Customers 
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The sleek trailer was specially built for the bank 
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The mobile unit is a new sight at such affairs as ploughing matches, agricultural fairs 


are not only using the deposit facili- 
ties, but are taking advantage of the 
less crowded bank lobbies during eve- 
ning hours to use the safe deposit 
vault. 

The bank does not keep a full staff 
on hand at all of its Montreal area 
branches during these evening hours, 
but by rotation keeps a skeleton staff 
on duty each evening. The bank’s 
branches are equipped with rest rooms 
where the staff members are able to 
prepare evening meals for themselves. 
As a further aid, transfers are made 
so that staff members will live as close 
as possible to the branch in which they 
work, 


e @ Sd 


Bank Edueational Trailer 

A new mobile educational unit in a 
trailer built for The Canadian Bank 
of Commerce, recently made its “de- 
but” at the International Ploughing 
Matches near Kitchener, Ontario. The 
unit was. specially designed and 
equipped for use at such shows 
as agricultural fairs, the ploughing 
matches, etc. 

The trailer is fitted inside as a living 
room and is stocked with the bank’s 
farm booklets, pamphlets on loans and 
other promotion pieces. Farm groups 


Weather permitting, the bank staff meets customers outside. 
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FIRST BANK 


COAST-TO-COAST 


Bank or MonrTREAL 


New York --64 Wall Street 
Chicago: Special Representative’s Office, 141 West Jackson Bivd. 


. 600 Branches rbenross Canada -hesources Exceed $2,300,000,000 


San Francisco -- 333 California Street 














can be seated inside the trailer during 
discussions or while they are being 
assisted. Or, if the weather permits, 
the groups can meet with the unit’s 
staff outside. The trailer is painted 
maroon. The lettering is gold and the 
bank’s shield is in full color. 


° e * 


Personnel News 

James Muir, president of The Royal 
Bank of Canada, has been chosen 
chairman of a committee to study the 
sales of Canadian goods abroad. Mr. 
Muir represents the Canadian banks 
on this committee of the Canadian 
Exporters’ Association. Mr. Muir was 
also recently accorded another honor 
in a ceremony near Calgary when he 
became Chief Pit-ta-pi-kis (Chief 
Eagle Ribs) of the Blood tribe of the 
Blackfoot Indian Confederacy. He be- 
came one of the few honorary chiefs 
of the Blood tribe on a vote of the 
Indians because of his humanitarian 
work. 

J. R. Peet has been appointed resi- 
dent inspector of the four branches of 
The Royal Bank of Canada in Vene- 
zuela, and manager of the bank’s main 
branch at Caracas, Venezuela. Grow- 
ing importance of Venezuela in Cana- 
dian trade has created this new post. 


» 


John S. Proctor, general manager 
and director of the Imperial Bank of 
Canada, has been elected a vice-presi- 
dent of the bank, and will continue as 
general manager. H. E. Sellers, Winni- 
peg, and Jules R. Timmins, Montreal, 
industrialist directors of the bank, 
have both been elected vice-presidents. 


e 


Jules A. Brillant, Montreal indus- 
trialist and financier, has been elected 
chairman of the board of The Provin- 
cial Bank of Canada. C. F. Carsley, 
Montreal industrialist, has been elected 
a vice-president of the bank. 
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...- CENTER OF A GREAT INDUSTRIAL AREA 
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tle showed me 


your own and he may be able to give you some good 
suggestions. He certainly will be able to give you sound 


For your sake, see him soon! 


vx Your HOMEtown Agent can serve you well—see him now! 








HOW TO DO IT... SAFELY / 


Do you have a hobby—or are you “handy around the house”? 
Then you'll find an extra advantage in talking to your Home 
Insurance man. His interests are probably very much like 


on practical safety measures. He has built a career on the 
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7 . - t to do almost everything. 

services of protection and his expert opinion, backed by more : and a wrong way to 
than a century of Home experience, is well worth having. | 
! i] 
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Meet your HOMEtown Insurance Agent 
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ace to the Handyman-Hobbyist na 
HOWTO DO IT SAFELY.” There’s a right 


advice 


the safe 
hows the right way, 
48-page booklet s : 
pint to oa on your home or hobby. For your — 
fone our local Home agent or broker, or write 
ee y 
porb Insurance Company, Dept. X. 
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vt a HE HOME* 
Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE + AUTOMOBILE + MARINE yZoo "Rs 


The Home Indemnity Company, an affiliate, writes Fy 
Casualty Insurance, Fidelity and Surety Bonds A 





The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry. 











This ad will appear in full color, full page size in the following sihiicetcon 


BETTER HOMES and GARDENS ¢ TIME ¢ SUCCESSFUL FARMING « US. NEWS & WORLD REPORT 


SATURDAY EVENING POST 


TOWN JOURNAL + _ NATION'S BUSINESS 


Burroughs Clearing House 








a nk pee! i A... k!6 62. ee oe 

















THE BOOKLET COUNTER 








Multiple Benefits Plan . . . This 
booklet describes the features of a 
plan developed by a large Philadelphia 
bank to afford multiple benefits for 
employees of financial institutions 
throughout the country. The booklet 
tells how the plan embodies the advan- 
tages of both the trusteed and the 








" THE PHILABANK PLAN 


Spomored by 
THE PHILADELOHIA NATIONAL BANE 





Solves pension problems 


insured plans, and how it provides 
lifetime monthly retirement income, 
death benefits before or after retire- 
ment, pensions for widows, orphans or 
other beneficiaries of male employees, 
and temporary disability income bene- 
fits. It also tells how the plan provides 
flexibility for both employer and em- 
ployee, and points out that participa- 
tion is open to financial institutions 
regardless of whether or not they are 
depositors of the bank. 


Correspondent Services . . . “Sin- 
cerely Yours . . . The Correspondent 
Services of First National Bank in St. 
Louis,” reads the cover of this book- 
let. In its 24 pages, some 20 of those 
services are described. The metropoli- 
tan bank will find this booklet of in- 
terest as an excellent example of 
advertising. At the same time, the 
booklet will enable other banks to 
make a study of the different corre- 
spondent services available. 


Small Loan Industry . . . Here is 
a series of four booklets produced by 
the National Consumer Finance As- 
sociation that provides a complete in- 
sight into the history and operations 
of the small loan industry. One booklet 
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is devoted to the history of the licensed 
consumer finance industry, Another 
contains information on the charges 
made for consumer finance service and 
the costs to the lender for rendering 
such service. A third gives detailed 
information about the people who ob- 
tain cash instalment loans and the 
purposes for which they obtain them. 
The fourth booklet gives a variety of 
facts and figures on the small loan 
business in the country. 


Records System & TV Eye... 
This booklet shows how an automatic 
card finding system is operated in 
conjunction with a bank closed tele- 
vision circuit as a means for tellers 
to verify signatures and check bal- 
ances in a matter of seconds. The 
booklet illustrates the installation in 
a large eastern bank and explains how 
the system enables the bank to render 
better service to more depositors. Here 
is information of value to those or- 
ganizations that contemplate stream- 
lining their internal operations. 


Mortgage Market News .. . This 
is a representative issue of an 8-page 
paper providing “mortgage news and 
comment” as prepared periodically by 
a large New York mortgage house. 
This issue is packed with timely in- 
formation on the mortgage market 
and regulations, with stories on the 
new housing act, the F.H.A. investiga- 
tions, housing for minority groups, 
F.N.M.A., etc. A special feature is a 
“theory of relativity” chart that traces 
the differentials in yields between gov- 
ernment and corporate bonds and gov- 
ernment insured mortgages over the 
past three years. 


Sale and Lease-back of Real Prop- 
erty ... In this booklet a prominent 
New York realtor explains his reasons 
for preferring in certain instances the 
sale and lease-back method to the con- 
ventional mortgage in the financing of 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











real estate transactions. The author 
explains the precise meaning of the 
term in current real estate investment 
parlance and says it is attracting 
growing interest as a method of fi- 
nancing the ownership and operation 
of income-producing realty. He then 
goes on to outline the advantages of 
the method to both the title owner 
and leaseholder. Investment officers 
will find this booklet of interest. 


Canada Today . . . The United 
States and the rest of the world is in- 
terested in the growth and prosperity 
of our neighbors to the North. Here 








Fact-filled booklet 


is an outstanding, fact-filled booklet 
which covers virtually every aspect of 
Canada’s economics, political and so- 
cial life. It is fully illustrated in color 
and its 104 pages include a tipped-in 
map of Canada. The booklet is a re- 
vised edition of a publication distrib- 
uted by the Bank of Montreal as proof 
that Canada is “a land of opportunity 
for the businessman, the settler and 
the tourist.” 


Paper Guide . . . A permanent 
reference book that makes it easy to 
select the right paper for practically 
any type of record, form, report, etc. 
Its 44 pages give thorough data on 
stock sizes, weights and colors for a 
wide variety of paper stocks. In addi- 
tion it contains a dictionary of paper- 
making terms, an interesting picture- 
caption story on how paper is made, 
and recommendations for various uses 
of paper in business. 
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Picture of a mortgage on thin Ice 


Here may be the beginning of a costly lawsuit for the 
owner of this home. And if one of your mortgagors 
should find himself faced with such a problem, it 
could be costly to you. 


Personal liability is one among many hazards that 
could well prevent a mortgagor from meeting his 
payments. When mortgagors are fully protected 
against these hazards, it stands to reason that they 
become sounder financial risks. 


That’s why we think you'll be interested in know- 
ing more about North America’s Homeowners Policy 
for the average homeowner. This is a single, con- 
venient policy that combines the coverages of Fire, 
Extended Coverage .and Theft on dwelling and 
contents together with Personal Liability protection. 





North America’s Homeowners Policy provides 
better insurance-to-value, better protection for the 
homeowner, thus adding to the financial stability 
of mortgagors. Its use is acceptable to the Vet- 
erans Administration and the Federal Housing 
Administration. 


If you would like further information on North 
America’s Homeowners Policy, we'll be glad to send 
it at your request. 


1 NORTH AMERICA COMPANIES 


Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 
Indemnity Insurance Company of North America 


PROTECT WHAT YOU HAVE®O Philadelphia 1, Pa 


Burroughs Clearing House 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Preferred Creditors 


Which creditor is preferred when 
the distribution of a debtor’s estate is 
complicated by the added necessity of 
dividing recouped fraudulent convey- 
ances? This is a much litigated ques- 
tion and one that was lately considered 
by the United States Court of Appeals 
Fifth District (Mississippi). 

The debtor, Lovell, had conveyed to 
his wife his one-half interest in their 
homestead, a hundred shares of stock 
and various sums of money. At the 
same time he was indebted to a fidelity 
company, a bank and the United 
States of America. 

The United States Court for the 
Southern District of Mississippi had 
found that these conveyances were all 
fraudulent and should be set aside, 
and the property subjected to the pay- 
ment of the debts. 

In unravelling the conveyances and 
debts and in establishing priority 
rights, the court had ruled that, in 
part, the bonding company and the 
bank had priority rights over the debt 
due the Government for unpaid taxes. 

The United States appealed from 
that part of the judgment that placed 
the government behind the fidelity 
company and the bank in priority. 
The pertinent section of the Internal 
Revenue Code provides that the Gov- 
ernment shall have-a lien upon all 
property “belonging to such person” 
who owes the taxes, and that lien 
arises at the time the assessment list 
is received by the Collector of In- 
ternal Revenue and continues until 
the liability is satisfied or becomes 
unenforceable by reason of lapse of 
time. 

The appeals court held that under 
Mississippi law, the United States 
did not acquire a lien on property 
which the taxpayer had previously 
conveyed to his wife but only ac- 
quired a right to set aside the con- 
veyance as fraudulent. And the mort- 
gage of the bank was also superior 
to the lien for taxes, it being a bona 
fide mortgagee without notice actual 
or constructive of the fraudulent na- 
ture of the conveyance by which the 
mortgagor (the wife) secured her 
title. 

“We conceive the Mississippi law to 
be that a bona fide purchaser or 
mortgagee from a grantee who secures 
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title by a conveyance which is after- 
wards set aside because in fraud of 
creditors is not charged with the 
fraud of an antecedent grantor in the 
chain of title. Until the fraud is estab- 
lished and the instrument set aside a 
lien recorded against such antecedent 
grantor in title is not notice tothe 
subsequent bona fide purchaser. Con- 
sequently, the mortgage of the bank 
was superior to the liens for taxes.” 
United States v. Fidelity & Deposit 
Co. of Maryland, 214 F. 2d 565 (1954). 


+ ° ° 


Signature Comparison 


If a bank has papers in some one 
of its various departments that will 
enable it to verify signatures, but fails 
to make signature comparisons, may 
it still set up a two-year statute of 
limitations that protects a bank 
against forgery recoveries? A New 
Jersey court recently said it could and 
that it made no difference what de- 
partment the comparison papers were 
in. 

A mortgage procurer went to the 
mortgage company for a $3600 F.H.A. 
loan. This procurer was on a list ap- 


proved by the Title Insurance Corpora- 
tion. The mortgage company issued its 
commitment and sent to the procurer 
its check for $3600 drawn on the trust 
company in favor of the procurer and 
the husband and wife borrowers. The 
procurer forged the signature of the 
latter two payees, and deposited the 
check in his trustee account in his 
bank, and the check cleared. 

More than two years later the for- 
gery was discovered and the drawee 
bank successfully defended under a 
statute which read: “No banking in- 
stitution shall be liable to a depositor 
for an amount charged to or collected 


_ from him because of the payment by 


the banking institution of a check, 
note, acceptance, or other instrument 
for the payment of money upon which 
the signature of any party, other than 
that of the depositor, was forged, or 
which was indorsed without authority, 
unless, within two years after the re- 
turn of such instrument to the de- 
positor, he shall notify the banking 
institution in writing that the signa- 
ture of a party to the instrument, 
other than that of the depositor, was 
forged, or that the instrument was 
indorsed without authority.” 
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The plaintiff argued that the statute 
provided rights which were waived 
and that the bank was estopped from 
having the benefit of the application 
of the statute because it had posses- 
sion not only of the cancelled check 
with the forged signature but also the 
mortgage papers containing the genu- 
ine signatures of the husband and 


wife borrowers. 

The plaintiff also argued that the 
vice-president and secretary of the 
mortgage company who personally was 
in full charge of the transaction in 
question was also a member of the 
Board of Directors of the trust com- 
pany, regularly attending its meet- 
ings, and that since he had knowledge 


5 e e 





of the forgery, that knowledge was 
imputable to the trust company within 
the two-year period and therefore the 
trust company was estopped from 
pleading the statute. It was admitted 
the trust company never had. the notice 
in writing required by statute. 
Standard Acc. Ins. Co. v. - ------- 
Trust Co. 106 A2d 368 (1954). 


PROMOTING SUBURBAN BANKING 


CONTINUED FROM PAGE 33 
of Saturday banking hours. 

We have a community room that we 
make available to any local group 
needing a meeting place. Ladies clubs, 
Red Cross, and civic organizations use 
it during the day, men’s clubs or 
groups of young married folks use it 
evenings, and on Sundays it has often 
been used by church organizations 
while building a new church home. At 
World Series time, we install TV sets 
and play luncheon host to each of the 
local service clubs on their respective 
meeting days. 


SPECIAL effort has been made to 

cultivate the good-will, and the 
banking business, of the women of the 
community. At every opportunity, we 
have emphasized the fact that three of 
our officers are women who are de- 
partment heads. Our head teller, head 
of the discount cage, and manager of 
the bookkeeping department are as- 
sistant cashiers. We have used this as 
a sales appeal in our TV shows and 
elsewhere, as added assurance that 
women customers will be well received 


when they do business with the bank. 

Each year, at this season, we make 
quite a Yuletide observance. We install 
an organ in the lobby, set up a simu- 
lated fireplace, and invite the various 
local choral groups to participate. It 
is truly a “Singing Christmas” and 
appropriate decorations are done by 
one of our women officers who is es- 
pecially talented. 

At least partially initiated as a 
good-will and community relations 
project is our “Charg-It’” merchant- 
shoppers’ credit plan. Our original idea 
was that this would not be a money 
maker; in fact, we expected it to cost 
$10,000 the first year, and we were 
prepared to charge this to advertising 
and promotion. Actually, our deficit 
was considerably below this figure, 
partly because we kept our equipment 
outlay to modest proportions and our 
personnel to a minimum. Furthermore, 
we have been receiving collateral bene- 
fits in new personal and business ac- 
counts, safe deposit rentals, and added 
installment loan volume. 

We have never issued “Charg-It” 
plates indiscriminately ; users must fill 
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out applications indicating that they 
actually want the service. We use a 
franchised plan, to take advantage of 
ready-made forms and accumulated 
experience. We now have 4,000 “Charg- 
It” plates outstanding and two full- 
time employees plus one part-time 
helper to handle the complete opera- 
tion. We have purposely kept the pro- 
gram on a small scale to test its 
desirability and are currently showing 
a small operating profit. Our major 
reservation on our “Charg-It’” plan is 
that in a period of wide unemploy- 
ment there are going to be some credit 
losses, and the bank must set up sub- 
stantial reserves against such a con- 
tingency. However, we have found that 
customers like it, merchants like it, 
and our experience has been satisfac- 
tory to date. We are the only bank in 
the Rocky Mountain area still having 
such a program, and we are going to 
do everything we reasonably can to 
retain it. 


URING these past two years, we 

have been planning and con- 
structing a new bank building. We will 
be moving into it in a few weeks and 
there are many features that should 
attract new business to us as well as 
help us retain the business we now 
have in the face of some stiff com- 
petition. 

Since 1912, we have been on “the” 
corner of the town but we found it 
necessary to move two blocks away for 
our new building if we were to have 
room for adequate parking and “drive- 
in” facilities, which are an absolute 
must for our particular location and 
competitive situation. 

First of all, we wrote a letter to 
our customers explaining the reasons 
for the proposed move and asked them 
to help us by completing an enclosed 
form that showed they were “for” the 
move, “against” the move or that they 
would continue to do business with us 
in either location and invited their 
comments and suggestions. Over 40 
per cent replied and many hundreds 
took the time to write some very heart- 
warming compliments about the bank, 
which you can bet was a real morale 
builder for our staff. Only one cus- 
tomer out of every sixty opposed the 
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BANKS IN ALL PARTS OF THE COUNTRY 
HAVE BEEN HANOVER CORRESPONDENTS 


An Alabama Bank President’s opinion: 


“It’s always a pleasure to be able to discuss bank investments 
with you and also investment policies. The Hanover, in my 
opinion, is one of the best operated banks in the country and you 
have been most helpful always in your comments and suggestions.” 


A Bank Is Known By The Correspondents It Keeps 


THE HANOVER BANK 


Member Federal Deposit Insurance Corporation 
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move and we won over most of the 
few dissenters by personal contact. 

The design of our new building is 
quite unique and should be a corres- 
pondingly good ad for the bank to all 
passing traffic. The exterior of the 
lobby floor is of Colorado native 
stone recessed behind columns of 
green terrazzo that support the two 
upper stories (for office rentals) of 
white terra cotta. It contains the city’s 
first elevator and the nation’s first in- 
stallation of Diebold’s new basic vault 
door, both of which have been widely 
publicized locally. The exterior includ- 
ing the drive-in “islands” at the rear 
is well landscaped so that the eye- 
appeal of it all is a real addition to the 
community. 

The interior is equally interesting 





and will provide the facilities to give 
our customers the top-notch service 
we want them to have. 

Why do we seek every opportunity 
to be active leaders in any program of 
benefit to our community? Because we 
are a public institution and we have a 
very real obligation to serve our cus- 
tomers and the community in which 
they live! 

It can be seen that there has been 
no magic formula, no one startling 
innovation, responsible for any un- 
usual growth stimulus the bank may 
have received under its new policies. 

Our experience merely illustrates 
what a merchandising approach to 
bank services and an aggressive pub- 
lic relations policy can achieve in an 
expanding suburban area. 


DISASTER PROGRAM 


CONTINUED FROM PAGE 39 
president in charge of buildings, re- 
ports basement emergency pumps still 
operating at main office; no water in 
any vault; all records completely dry. 

September 1, 1:30 a.m. Four eleva- 
tors using bank’s own auxiliary power 
now restored to service at main office. 

8:30 a.m. H. R. Barker, vice-presi- 
dent, and others of committee at spe- 
cial meeting decide to open main office 
and all branches at regular time. Com- 
munications limited to messenger 
service and inside telephone calls. 
Automobiles available for messenger 
service. 

11:10 a.m. Police close public area 
at Narragansett Office, fronting on 
ocean. Cash except silver removed 
yesterday; silver removed early this 
morning. Two men are on duty direct- 
ing customers to Wakefield Trust 
Office. 

1:40 p.m. One-third power restored 
to main office by Narragansett Elec- 
tric Company. Company reports full- 
power restoration not possible until 
next week at earliest. 

2:07 p.m. East Providence reports 
one generator now in use for power; 
bookkeeping machines in operation 
and statements will be sent out. Second 
generator will be installed. Bristol 
Office sending two bookkeepers and 
their work to East Providence Office 
for posting. Warren Office invited to 
do the same. No mail being received. 

4:00 p.m. Limited demand and se- 
curity angle necessitate use of only 
three tellers. Purchasing, security, 


collection, loan and other operating 
departments functioning at normal 
pace, hampered only by communica- 
tions failure. 





It was not until 3:30 p.m. on Sep- 
tember 13, almost two weeks after 
Hurricane Carol struck and less than 
a week after a second hurricane came 
dangerously close to Rhode Island, 
that the emergency organization was 
declared relieved. 

Because of the experience of the 
Industrial National with hurricanes in 
earlier years, including one of even 
greater fury, the bank had instituted 
certain protective measures several 
years before developing the War 
Damage or Disaster Plan. Street level 
windows were replaced with rein- 
forced concrete and steel. Specially- 
designed steel bulkhead doors equipped 
with rubber gaskets were installed to 
keep out rampaging waters. 

Five Diesel engines and generators 
were ready to take over emergency 
lighting and pumping and to supply 
power for elevators reaching the top 
floor. The main switchboards were re- 
located on the third floor of the build- 
ing. Specially-trained crews were kept 
on hand 24 hours a day during the 
September-October hurricane seasons. 
As a result of the bank’s experience 
in August of this year, still other pro- 
tective measures are now under con- 
sideration. 

Being thoroughly prepared for such 
an emergency paid off. Says Presi- 
dent Brown: “Thanks to our War 
Damage or Disaster organization and 
the loyalty and sacrifice of our per- 
sonnel, we came through a major dis- 
aster with a minimum of confusion 
and loss. We feel confident that what- 
ever emergencies may lie ahead, we 
have made the best possible provisions 
for the welfare of the bank, its per- 
sonnel and customers.” 
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NEW DIEBOLD-BASIC VAULT DOOR 
SELECTED BY FULTON NATIONAL BANK OF ATLANTA 


For the first time . . . a bank vault door that blends with the 
architectural composition of every bank interior. From a mul- 
tiple series, the Fulton National Bank of Atlanta selected two 
Diebold-Basic Vault Door installations to harmonize with 
the character, shape and color of its new banking quarters. 
They further individualized one installation by mounting 
bas-relief plaques on the gleaming stainless steel cladding. 


The door is strikingly beautiful in open position ... the view 
depositors see. Its crisp faceted design constantly reflects light, 
color and motion in the banking room. Designed to become 
one with its setting, the door has been described as an inspira- 
tion in steel. To see an installation is an experience. 


A brochure illustrating the new standards by which vault 
doors will be judged and selected in the future is yours for 


the asking. 
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Greater cutting width, speed, 
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tional design, about size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 
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answer is that some jobs can be done 
by small devices not much larger than 
an ordinary proof machine. Larger 
machines designed to handle central 
accounting problems can require any- 
thing from several hundred square 
feet to a few thousand square feet, 
including room for operating and 
maintenance personnel, he said. 


F.B.I. Role in Defalcations 


The convention was fortunate in 
having as one of its speakers a co- 
worker of J. Edgar Hoover, director 
of the Federal Bureau of Investiga- 
tion, to supply the latest information 
on bank defalcations. 

“Despite the effective work which 
has been done by your organization 
and mine,” reported Special F.B.I. 
Agent Courtney A. Evans, “the num- 
ber of bank defalcations committed 
has continued its relentless pace up- 
ward. Fortunately, though the number 
of embezzlements has increased stead- 
ily, the amount of money illegally 
obtained in these defalcations has for 
the past two years at least, declined. 

“Whereas the number of these cases 
referred to the Federal Bureau of In- 
vestigation for investigation rose 
from 879 in the fiscal year of 1952 to 
1,022 in 1953 and to 1,103 for the year 
ended June 30, 1954, the amount of 
money embezzled has decreased from 
the maximum figure of approximately 
$8,000,000 in 1952 to less than $6,000,- 
000 for the last fiscal year. 

“Two hundred and six individuals 
were convicted for violation of the 
Federal Reserve Act and _ related 
statutes in the fiscal year 1952. There 
were 305 during the last fiscal year. 
Of this 305, 253 were employees of 
banks, while the remaining 52 were 
employed in other types of financial 
institutions.” 

In his talk, Mr. Evans observed that 
in more and more cases being referred 
to the F.B.I. for investigation, the 
crime is not embezzlement of the funds 
of the bank, but rather their mis- 
application. This, he said, has been 
particularly true in connection with 
those cases involving defalcations 
amounting to $100,000 or more. It 
must necessarily follow, he added, that 
if the employee is merely misapplying 
the funds, the beneficiary is usually a 
bank customer and not the employee. 
It was his opinion that such defalca- 
tions can generally be uncovered only 
through established audit procedures. 


New Ideas 


Another feature of the convention 
was the presentation by Harry E. 
Mertz, assistant executive secretary of 





NEW TECHNIQUES 


CONTINUED FROM PAGE 37 


the association’s headquarters office, of 
two display boards containing new 
banking forms and ideas gathered 


‘from banks throughout the country. 


In his talk calling attention to the 
boards, Mr. Mertz reviewed many of 
the ideas illustrated. 

Among these were a program devel- 
oped by the Dartmouth National Bank 
of Hanover, New Hampshire, for cod- 
ing and using different colors for all 
asset, liability, income and expense 
tickets for simplified general ledger 
posting; a real estate coupon book 
designed by the Chicago National 
Bank, Chicago, to enable customers to 
make payments at any window; a mail 
deposit by The First National Bank 
of Madison, Wisconsin, that provides 
space for allocating deposits to the 
commercial account, savings account, 
to a personal loan payment, mortgage 
loan payment, for safe deposit box 
rental or for the purchase of bank 
money orders, drafts, etc. 

The idea boards were on display 
throughout the convention, with Mr. 
Mertz and his assistant, Robert H. 
Bukowski, on hand for explanations. 


Taxes Affecting Banks 


In a comprehensive report on tax 
developments in 1954, A. Elliott Pin- 
kus, assistant comptroller, The Na- 
tional City Bank of New York, pointed 
out that while the new tax bill was the 
outstanding tax event of the year, it 
will surprise many banks that the new 
law has affected them to such a limited 
extent. 

One development in 1954 that merits 
considerable attention, in Mr. Pinkus’ 
opinion, is the fact that Mimeograph 
(No. 54-55) dated April 8, 1954 re- 
moves the restriction on banks to use 
a 20-year moving average to deter- 
mine the loss ratio which is applied to 
arrive at the current allowable addi- 
tion as well as the ceiling on the bad 
debt reserve. Instead of starting with 
1954, Mr. Pinkus said, banks may use 
the loss experience of any consecutive 
20-year period after 1927 to determine 
the applicable loss ratio which would 
be applied, as in the past, to the year- 
end loan total to calculate the permis- 
sible addition to the reserve. If use 
of the new formula were to result in 
a loss experience ratio of 1 per cent, 
the ceiling on the reserve of 3 per 
cent of loans outstanding at the year- 
end would be the constant ceiling fac- 
tor until the loss experience for any 
subsequent 20-year period resulted in 
an increased loss ratio, Mr. Pinkus 
stated. 

Because the new formula will per- 
mit use of the same loss ratio year 
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1. Proof of account balances before they 
are printed on customers’ statements. 


2. Automatic error detection. 
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after year, and also, in most cases will 
set a higher ceiling on the reserve 
than under the old Mimeograph, it was 
Mr. Pinkus’ expectation that there will 
be a material increase in the number 
of banks using the bad debt reserve 





method. That method, he said, is mere- 
ly another step forward in the devel- 
opment of sound banking and account- 
ing principles. 

Mr. Pinkus also reviewed the new 
tax law, stating, however, that “‘all we 
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have now is the law.” There is still 
the difficult job of preparing regula- 
tions, he said, and the time table calls 
for their completion early in Decem- 
ber. 

In conclusion, he considers it nec- 
essary that audit and control of taxes 
be part of the functions for which the 
auditor and comptroller accepts re- 
sponsibility. Therefore, he said that 
whether the tax returns are prepared 
by bank personnel or with outside as- 
sistance, to audit, control and super- 
vise properly the fact that the tax paid 
is not greater than what is owing to 
the government, a general knowledge 
of tax law and a more intimate knowl- 
edge of those parts of the law and 
special rulings affecting banks, is ex- 


| tremely important to the proper ful- 


fillment of their duties. 


Trust Audit Procedure 
An unusually complete program of 


| departmental controls and audit proce- 





dure for the trust department was 
presented by Francis E. Whitmer, 
vice-president and trust officer, Amer- 
ican Trust Company, San Francisco. 
His program, covering particularly 
the areas in which the auditor has 
definite responsibility in checking 
administrative controls, is worthy of 
study in detail. 

Mr. Whitmer introduced his talk by 
stating that trust department controls 
are designed with two purposes in 
mind, the orderly conduct of the trust 
business and the prevention of dis- 
honest manipulation. An examination 
of the records, he said, discloses that 
the principal defalcations occur in the 
following categories, refined from time 
to time by the manipulators: 

a. Failure to record the receipt of 
assets upon the opening of a new 
account. 

b. Unauthorized withdrawals of 
cash and securities from fiduciary 
accounts. 

c. Forged withdrawal of savings 
balances or forged withdrawal of cash 
and securities from trusts. 

d. Diversion of income on assets 
paying irregular amounts or at ir- 
regular intervals. 

e. Falsification 
nection with the 
estate. 

f. Conversion of payments received 
on securities believed to be worthless. 

g. Conversion of payments of inter- 
est and principal on debt obligations 
previously in default. 

h. Manipulation of interest and 
principal payments or rental payments 
on real estate and real estate mortgage 
loans. 


of expenses in con- 
management of real 


Reporting to Management 


That audit reports must be tailored 
to the general level of management 


Burroughs Clearing House 









ft 
‘ 
a 
‘1 






\y 


d 
it 


se 








for which they are intended, just as 
the system of reports must be tailored 
to the individual bank, was the conten- 
tion of Robert W. Fischer, assistant 
comptroller, First National Bank of 
Minneapolis. These levels he broke 
down to: Top level of audit and control 
functions. Operating management. 
Top bank management. Board of 
directors. 

With this distinction in mind in 
assembling good reports, he said it is 
fundamental to report to any given 
level of management all of the infor- 
mation that is pertinent to their 
responsibility. He called it just as 
fundamental not to bury the informa- 
tion in such excess detai: that it is of 
little or no interest. It shovld go with- 
out saying, he noted, that top manage- 
ment and the directors have little time 
to read and digest lengthy detailed 
reports and certainly they have no 
real interest in a list of insignificant 
differences in say, the proof depart- 
ment, or the Pine Street Office. No 
matter how fancy or complete the 
manner in which the reports are made, 
he emphasized, they are effective only 
insofar as they are actually read and 
digested by the people to whom they 
are addressed. 

In smaller banks, reports to the top 
level ‘of the audit and control function 
are relatively unimportant since the 
auditor or comptroller will probably 
maintain his own schedule of audits 
and his own record of performance, 
he said, whereas in larger banks it 
would be necessary to have some sys- 
tem .of periodical summary reports 
which would indicate that a specific 
audit was performed during the period 
covered. 

In reporting to top operating man- 
agement, the auditor begins to move 
from a strictly factual audit report 
to the interpretive report of results, 
he said. Reports to top bank manage- 
ment and to the board of directors 
should cover two points: First, a rec- 
ord of performance only in sufficient 
detail to show that the program is 
effective and that the record of assets 
and liabilities are adequate and cor- 
rect. Second, a commentary on the 
results of the work. 

On the matter of the “package” in 
which reports to management should 
be presented, Mr. Fischer stated that 
auditors are selling a product, which 
represents their good service, and they 
should be conscious of the convenience 
and appeal of the format in which 
reports are presented. 


Check Standardization 


That banks themselves can do much 
toward bringing about the standard- 
ization of checks was the opinion of 
Benjamin G. Miller, assistant cashier, 
Security-First National Bank of Los 
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REVOLVING DOOR DIVISION 
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Angeles, Los Angeles, California. 

In his own bank, Mr. Miller found 
that of the checks it is handling drawn 
on other banks, more than 15 per cent 
were so far off standard as to be 
“headache checks.” These, he classified 
as those where the amount, A.B.A. 
number and routing symbol, and bank 
name are so small, so poorly located 
or so cluttered by non-essential infor- 
mation that a search has to be made 
for the amount or sorting information. 
He also found that it took a standard 
proof machine operator twice as long 
to process a headache check as it did 
to process a well-designed check. 





He likewise found that his own 
bank’s checks were off-standard with 
the result that the bank is now actively 
working with local printers, the bank’s 
officers and new accounts people to 
correct the checks. 

Mr. Miller informed the convention 
that in the next few weeks the A.B.A. 
will be petitioning the banks to join in 
a sustained nationwide effort to stand- 
ardize checks to the size and style rec- 
ommended by both the A.B.A. Bank 
Management Commission in their 
booklet, “Standards for Designing 
Checks and Drafts,” and by Federal 
Reserve banks. 
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Personnel Control 


A particularly timely discussion of 
personnel matters took place at one 
session. It represented a pre-planned, 
three-part presentation of the subjects 
of organization planning, position 
evaluation, and the determination of 
numerical staff requirements by two 
men from Bank of America and one 
from the First National Bank of 
Nevada, Reno. 

As the first of the speakers, Joseph 
P. Williams, Jr., assistant to the con- 
troller, Bank of America N. T. & S. A., 
San Francisco, took up the long-range 
development of executive personnel. 
“The demands of these changing times, 
and recognition of the fact that the 
pace at which progressive companies 
are growing will not slacken, make it 
mandatory for all organizations to 
protect their potential profits by devel- 
oping sound and flexible long-range 
organization plans,” he said. 

Management is cognizant of the 
fact that the need for trained execu- 
tives will be an ever-increasing prob- 
lem, in his opinion, though some of 
its members believe that the present 
situation is a criticism of a lack of 
training in the past. On the contrary, 
he points out, there has been consider- 
able training going on for at least 
15 years. The change that has taken 
place, he thinks, has called for a dif- 
ferent kind of executive for which 
men have not been trained. 

Nor will yesterday’s training be 
adequate, as he sees it, for tomorrow’s 
jobs. Unless the bank is in position 
to recognize with some reasonable 
degree of accuracy what the demand 
for management positions will be four, 
five, six, or even ten years from now, 
he does not believe that even the best 
management development programs 
will be likely to provide executives 
fully trained to meet the needs. In 
other words, he said, unless plans are 
made for the kind of men that are 
wanted or needed tomorrow, there 
isn’t much reason for training today. 

As the second speaker at the session, 
discussing position evaluation, Peter 
D. Hanssen, personnel relations officer, 
First National Bank of Nevada, Reno, 
said that it is only when the decision 
is made to place salaries on a sys- 
tematic basis, that real control of the 
largest bank item of expense can 
begin. Not only is this control a 
benefit to management through saving 
salary dollars, he explained, but, and 
more important, it protects the indi- 
vidual employee against being held in 
a relatively minor assignment because 
his supervisor doesn’t want to release 
a good man. 

Mr. Hanssen emphasized that a 
good evaluation program is based on 
sound logic and is as readily under- 
stood as is any other phase of banking. 
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_ Instead of being a frightening thing 


to auditors and comptrollers, he 
thought it should be looked upon as 
a blessing. Job descriptions, he said, 
usually provide the first carefully de- 
tailed compilation of what staff mem- 
bers are actually doing to justify their 
salaries and, when undertaken are 
likely to bring some surprises. Salary 
surveys likewise, in his opinion, rep- 
resent a subject that should be as 
familiar to comptrollers as are the 
techniques for verifying cash or ac- 
counts receivable. 

An evaluation program, Mr. Hanssen 
said in summary, provides a new and 
helpful technique; under it, written 
records and statistical comparisons 
become the basis for many personnel 
cost controls that were not formerly 
possible. 

Completing the triumvirate of 
speakers on personnel control, T. A. 
Brady, assistant vice-president, Bank 
of America N.T. and S.A., San Fran- 
cisco, discussed numerical staff re- 
quirements. 

Without an effective system for 
measuring personnel needs, he said, 
the best in organization planning and 
position evaluation cannot be fully 
realized. Without it, he stated that 
the bank is only guessing when it sets 
fees, service charges or interest rates; 
it cannot effectively evaluate what is 
done against what should be done; it 
cannot isolate areas of waste in man- 
power, equipment and space, all of 
which are of major significance from 
the standpoint of costs; it cannot 
know its staff needs unless it has an 
effective means of determining the 
volume of work that is to be done. 
In short, he said, only with work 
measurement can the bank possibly 
know its standard costs with any de- 
gree of precision. 

Twenty-five years ago the manage- 
ment of Bank of America recognized 
the need for a means of determining 
staff requirements and started its first 
program, Mr. Brady informed the 
auditors and comptrollers. The stand- 
ards so developed were used through 
1939 and were revised then and again 
in 1944. The time factors developed 
at that time, he said, have since been 
validated repeatedly using the most 
modern of time study techniques. 

The bank now has time standards 
for over 800 routine branch opera- 
tions, representing over 90 per cent 
of all branch operations. 


Small Bank Audit Panel 


An entire day at a special, and what 
turned out to be a very popular, small- 
bank meeting was devoted to “An 
Audit and Control Program for Small 
Banks.” This was in line with the 
association’s continuing ‘““War on Bank 
Fraud.” 
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The meeting was a brass-tack affair 
with a total of six speakers taking 
part. The first of these was J. A. 
Hauck, cashier, First Security Bank, 
Ionia, Michigan. Whenever. a bank 
defalcation occurs, said Mr. Hauck, 
there are always the public questions 
of “Who’s to blame?” and “Don’t 
banks have some way of stopping 
frauds?” 

A control and audit program must 
find its origin in the board of direc- 
tors, said Mr. Hauck, whose talk 
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covered the need for audit control and 
the steps necessary to bring it about. 
The board must be cognizant of its 
responsibility . in this respect, he 
stated; it must translate the knowl- 
edge into action by adopting adequate 
resolutions, and by issuing the neces- 
sary directives to establish, at least, 
minimum protective methods. This 
cannot be stressed too strongly, he 
said. 

From there on, the meeting covered 
the setting up of controls in important 
phases of the banking operation, with 
individual talks supplying the details 
of the various phases of the audit 
operation. “Cash and cash _ items, 
overdrafts, due from banks, official 
checks, expenses,” were covered by 
John E. Bailey, chief auditor, First 
Wisconsin National Bank of Milwau- 
kee; “Securities, safe deposit and 
safekeeping collections,” by Carl L. 
Tewksbury, vice-president, Fort 
Wayne National Bank, Fort Wayne, 
Indiana; “Commercial loans and 
collateral,” by George E. Hursig, vice- 
president and comptroller, Mercantile 
Bank and Trust Company, Kansas 
City, Missouri; “controls of mort- 
gages and installment loans,” by W. E. 


Severns, cashier, Westport Bank, Kan- 


sas City; and “Commercial ledgers, 
savings, dormant and inactive ac- 
counts, direct verification,” by Delbert 
N. Urick, auditor, Harris Trust and 
Savings Bank, Chicago, Illinois. 


Branch Bank Problems 


In another panel discussion, this 
one on branch banking problems, the 
meeting took the form of an open 
forum. This also had been planned 
in advance and a questionnaire sent 
out to determine the subjects to come 
up for discussion. The branch-banking 
subjects and the highlights of the 
answers supplied by members of the 
panel follow: 

1. Preventive auditing. S. H. Make- 
lim, assistant vice-president and 
auditor, The United States National 
Bank of Portland, Oregon: Preventive 
auditing means preventing an em- 
ployee from taking the first nickel. 
When it does this, it is salvaging the 
employee. 

2. Report of operations for the 
corporation, including branches. Albin 
E. Pilblad, comptroller, Industrial Na- 
tional Bank of Providence, Providence, 
Rhode Island: We feel it should be 
made on a functional basis to show 
the source of income from every de- 
partment by divisions, such as com- 
mercial, savings, trusts and other 
earnings. We have been following this 
procedure for a number of years and 
feel it is much more valuable than the 
usual profit and loss statement. 

3. Production rating to determine 
required staff to do the job. Edward 








A. Taub, vice-president and comp- . 
troller, Industrial National Bank, De- 
troit, Michigan: Our bank bases its 
answers to requests for additional 
help at branches on time studies it 
makes and on a program for branch 
managers. They visit the head office, 
see how auditing functions, hear lec- 
tures and talks. Everybody in the 
branch is doing a better job and we 
have practically liquidated the requisi- 
tions. 

4. Simple method of accruing the 
unearned discounts of installment 
credit loans. R. A. Molthenius, vice- 
president, The San Francisco Bank, 
San Francisco: Instead of using an 
earnings factor, we have found by ex- 
perience that the discount account al- 
ways bears a certain ratio to outstand- 
ing loans. That changes, of course, 
but over the long period it averages 
around 6 per cent, so we use that ratio. 

5. How can a branch internal audit 
program be supervised so as to be 
worthwhile to an overall audit pro- 
gram of the bank? T. G. Roodhouse, 
auditor, Security-First National Bank 
of Los Angeles: We have 150 branches 
in Southern California and have cen- 
tralized accounting. We have a staff 
of 19 branch examiners who work out 
of the head office and make periodic 
audits. 

For a number of years we have had 
a system we call our branch internal 
audit, which is a supplement to the 
head office audit. These audits are 
made under the supervision of the 
branch manager and it is his respon- 
sibility to see that they are made at 
required times and in accordance with 
recommended procedures. 


Installment Loans 


Also featured at the convention were 
two talks on installment loans. 

In one of them, Rowland A. Rad- 
ford, vice-president and cashier, Bank 
of Virginia, Richmond, Virginia, 
pointed out that the lengthening of the 
time periods for installment loans and 
the fact that it is necessary to handle 
this type of credit on a mass-pro- 
duction basis has made it essential to 
process this business as economically 
as possible. A good accounting system 
is necessary, he said, but short-cuts 
designed to streamline the work could, 
on occasion, cause a dangerous over- 
simplification in audit procedures and 
safeguards. 

In another discussion, on collections 
and delinquencies, J. O. Elmer, Jr., 
vice-president, American Trust Com- 
pany, San Francisco, stated that in 
general, losses should be held between 
.1 to .4 of one per cent to liquidation. 
A good collection effort, he added, will 
help to minimize the loss effects of a 
poor loan policy. 

His bank, said Mr. Elmer, follows 
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four collection steps: 1. Reminder 
stage. For the first 15 days after the 
loan is in default, only printed notices 
are sent out. 2. Discussion stage. 
Personal contact is made with the bor- 
rower to learn why the loan has not 
been paid. 3. Urgency and pressure 
stage. This is the most important 
period in which to collect the overdue 
amount. 4. Ultimatum stage. During 
this period, the bank may use its legal 
rights to sue, foreclose or to attach. 
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COMMUNICATIONS 
SYSTEM 


CONTINUED FROM PAGE 41 


cedures. It also serves as the agency 
for transmission of communications 
from top management to the staff 
through these morning conferences, 
and in turn, passes ideas from these 
groups to top management. When the 
management committee decides that 
certain information, perhaps an ex- 
planation or announcement of new 
bank policies, should go to the staff, 
it is noted on the minutes of its meet- 
ing. The cashier’s department receives 
copies of these minutes and passes the 
information along to those who will 
conduct the group conferences. After 
discussion by the groups the depart- 
ment heads give the information to 
their staff members. In reverse, any 
suggestion brought up at these group 
conferences which should go upwards 
to top management is placed in memo 
form by the cashier’s department and 
sent to the management committee. 


T THESE meetings the cashier’s 
department first takes a few min- 
utes to discuss any new projects listed 
on the current “assignment check list’ 
sheets. This is a form prepared in 
duplicate by the cashier’s department 
and indicates the individual assigned 
to investigate the proposed new or 
revised policies or procedures, new 
projects or equipment to be studied, 
and designates the steps through 
which the proposal must pass before 
it is finally approved. 

These conferences are intended to 
be a clearing house for the exchange 
of ideas. Most meetings are at the 
level which has to do with the every- 
day problems of the various depart- 
ments and employee morale. Normally 
the supervisor of the group conducts 
the meeting. If several problems are 
coming up for discussion he may pre- 
pare an agenda. However, every effort 
is made to keep the meetings informal 
and therefore it is up to the confer- 
ence leader to lead the discussions and 
draw from the group any problems 
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and suggestions they may have. In- 
dividual members of the group are 
invited to ask questions and to discuss 
items that are not working well in 
their departments. 

A member of the cashier’s depart- 
ment takes the minutes of these group 
conferences for a permanent record. 
If some problem is brought up, the 
cashier’s department makes up an 
assignment check list sheet and starts 
an investigation. Every effort is made 
to solve the problem at lower official 
levels, but if an acceptable solution 
cannot be reached, the problem is ex- 
plained in memo form by the cashier’s 
department and referred to the man- 
agement committee for attention. 

In order to strengthen this pro- 
gram, each conference group depart- 
ment head is requested to hold one 
department meeting during the month 
between the hours of 8:30 and 9 a.m. 
In addition, the conference group also 
holds a separate monthly conference. 
The cashier’s department is not repre- 
sented at these meetings. 

We feel that through these morning 
group conferences we are building 
better teamwork in the organization, 
because the participants are not only 
discussing personnel and operating 
problems but are also becoming ac- 
quainted with the bank management 
viewpoint and are learning what prob- 
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lems other departments have through- 
out the bank. In this way the staff 
will know about the bank’s new plans 
and activities, and will not have to 
pick up this information through gos- 
sip outside the bank during the noon 
hour. We realize there are times when 
some new project is at a stage where 
it can’t be discussed throughout the 
bank in a general way, but we try to 
see that the staff is kept well informed 
on bank operations and particularly 
personnel policy changes. 

Whenever it seems needed, an eve- 
ning dinner meeting is held for the 
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benefit of department heads and the 
junior officers. Many of the men who 
attend the morning conference groups 
also attend -these dinner meetings. 
These are held in the board of direc- 
tors room, with Alfred J. Mayman, 
vice-president and cashier, presiding. 
About an hour and a half is devoted 
to discussion of bank activities of 
general interest, then the meeting 
adjourns to a special room in some 
nearby restaurant, where the discus- 
sion continues after dinner. The ideas 
received at these evening dinner meet- 
ings are then passed along to the re- 
spective conference groups. 


NCE a week the cashier’s depart- 

ment holds a meeting to review 
all the outstanding assignment check 
list sheets, on which new projects and 
new policies or procedures have been 
listed for study and consideration by 
various departments. This is our fol- 
low-up to see how the proposed meas- 
ures are coming along, and to ascer- 
tain the reasons for any delays. 
Through the assignment check list 
sheets the cashier’s department keeps 
up with suggested new systems or im- 
proved procedures, and requests for 
information from management com- 
mittees. These requests or problems 
may originate anywhere within the 
bank and when given to us for consid- 
eration are followed along until the 
project has been completed. 

Since October of last year we have 
completed 810 projects, with more 
than half of them emanating from 
suggestions made by department 
heads at the morning ‘conferences. 
Many of these suggestions probably 
would not have been brought up for 
attention if it hadn’t been for the 
group meetings. 

When new or revised policies or 
procedures have been finally approved, 
they are clearly outlined in a cashier’s 
letter and then placed in the bank’s 
policies and procedures book, for ready 
reference by all members of the staff. 
This book was developed in January, 
1952, and has proved helpful in: 

1. keeping all employees advised of 
the bank’s policies; 

2. developing and maintaining uni- 
formity in operational procedures, and 

3. shortening the training period 
of newer employees. 

This book also helps to simplify 
auditing procedure, reduce the amount 
of correspondence necessary, and 
eliminates much doubt and indecision 
as to what to do and the proper way 
to do it. It gives staff members a 
better background for understanding 
the activities of their own department 
and affords them an opportunity to 
become acquainted with the functions 
of other departments. The book also 
provides officers with a periodic check 


list to insure compliance with instruc- 
tions. 

Another important factor in the 
bank’s communication system is the 
daily confidential bulletin, which is 
made up by the bank’s public relations 
department. It goes to all officers and 
department heads at the head office, 
and to branch managers. 

A standard feature at the top of the 
first page is the listing of loans and 
deposits for all offices, compared to 
the amounts the same date the year 
previous. On the opposite side of the 
page the deposit totals are likewise 
broken down for all offices and com- 
pared with last year’s figures. 

The bulletin also lists. several im- 
portant categories: Important visitors 
to the bank; changes in officers of 
corporate accounts; letters of intro- 
duction received; miscellaneous items. 

Through the bulletin all officers and 
department heads at the head office 
know ahead of time when important 
visitors are coming. The branch offices 
in Portland, Seattle and Tacoma also 
send to the head office information 
about important visitors to their 
offices. 

The bulletin includes items about 
the various activities in which the 
bank’s officers participate, and any 
other notes of general interest to the 
bank’s senior officers. If the number 
of news items warrants it, the bulletin 
is issued daily, but otherwise it is dis- 
tributed at least two or three times a 
week. 


T THE bank’s policy-making level 
is the management committee, 
which meets one day each week and is 
headed by President Elliott McAl- 
lister. Its membership includes Execu- 
tive Vice-President Edwin E. Adams 
and all the vice-presidents at the head 
office. They meet to discuss bank pol- 
icies and problems of bank manage- 
ment at a senior level. 

Other managing committees with 
special functions are the loan com- 
mittee, which meets on four or five 
mornings each week to deal with loan 
applications and fix lines of credit; the 
trust investment committee; the per- 
sonnel committee; and the operating 
committee. 

The bank people who have been 
attending the morning group meetings 
under the revised program are very 
enthusiastic about the results. They 
feel they are not only getting a fresh 
flow of ideas from top management, 
but are afforded an opportunity to dis- 
cuss their departmental problems and 
can make suggestions for the good of 
the whole organization. 

We intend to continue this program, 
and hope we can maintain the excel- 
lent results which have been demon- 
strated thus far. 
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Operating outside continental U. S. as: 

BANK BUILDING CORPORATION, INTERNATIONAL 


A handsomely designed bank will 
attract new business. But it takes a 
practically designed bank to convert 
this new business into added profit. By 
simplifying operations, eliminating 
waste motion and improving working 
conditions, your new quarters can be as 
profitable as they are attractive. 


Of course, this kind of profit-planning 
requires designers who understand 
banking, as well as building. You can 
be sure of getting skillful planning for 
profit, as well as appearance, from Bank 
Building Corporation, specialists in 
financial architecture for more than 
forty years. For information, write or 
phone our nearest office. 


Photos show First National 
Bank of Roswell, New Mexico, 
recently completed under the 
supervision of Bank Building 
Corporation. 
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